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Government  boasts  Y2K  readiness 


As  of  the  end  of  June,  99.7  percent  of  the 
government's  mission-critical  computer  and 
embedded  systems  were  Y2K-compliant. 


By  Winnie  Lai 


The  Hong  Kong  government  last 
week  released  a  report  on  the  progress 
of  Y2K  rectification  work  by  its  de¬ 
partments  and  non-government  or¬ 
ganizations  (NGOs)  that  it  funds  or 
regulates.  As  of  the  end  of  June,  99.7 
percent  of  the  government’s  mission- 
critical  computer  and  embedded  sys¬ 
tems  were  Y2K-compliant,  according 
to  the  report. 

For  the  remaining  0.3  percent,  the 
relevant  departments  have  formulated 
contingency  plans  for  the  machines  in 
question  to  ensure  that  services  pro¬ 
vided  to  the  public  will  not  be  dis¬ 
rupted.  In  addition,  all  government 
bureaus  and  departments  are  required 
to  put  in  place  departmental  Y2K  busi¬ 
ness  continuity  plans  by  August,  ac¬ 
cording  to  the  report,  which  was  issued 
by  the  Legislative  Council  Information 
Technology  and  Broadcasting  Panel. 

In  the  financial  services  sector,  pro¬ 
visional  statistics  provided  by  the 
Hong  Kong  Monetary  Authority  and 
the  Securities  and  Futures  Commis¬ 
sion  indicate  that  all  financial  institu¬ 
tions  that  are  members  or  under  the 
supervision  of  those  two  bodies  as  of 
the  end  of  June  had  completed  modi¬ 
fication  and  internal  testing  of  mis¬ 
sion-critical  systems. 

As  for  the  utilities,  both  power  com¬ 
panies  (China  Light  and  Power  and 
the  Hong  Kong  Electric),  the  major 
gas  supplier  (Hong  Kong  &  China 
Gas)  and  the  government’s  Water 
Supplies  Department  have  achieved 
Y2K  compliance. 

On  the  public  transportation  front, 
nearly  all  of  the  SAR’s  public  transport 
services,  including  the  MTRC,  KCRC, 
KMB,  Star  Ferry  and  Peak  Tramways, 
are  already  compliant.  The  exceptions 


include  Citybus,  the  Hongkong 
&  Yaumatei  Ferry  and  Hong 
Kong  Tramways,  which  have 
completed  at  least  95  percent  of 
the  rectification  work.  The  Air¬ 
port  Authority’s  work  is  97  per¬ 
cent  complete,  the  report  stated. 

With  the  exceptions  of  New 
World  Telephone  and  Sunday,  all 
of  the  fixed  telecommunication 
services  license  holders  and  mo¬ 
bile  phone  operators  are  Y2K- 
compliant.  All  of  these  compa¬ 
nies  have  also  submitted  their 
contingency  plans  to  the  Office 
of  the  Telecommunications  Au¬ 
thority  (OFTA),  which  is  prepar¬ 
ing  to  establish  a  sector-wide 
Y2K  emergency  center  that  will  be 
activated  on  Y2K-critical  dates. 

In  the  public  health  sector,  99  per¬ 
cent  of  the  mission-critical  systems 
under  the  Hospital  Authority  and  13 
out  of  the  1 4  private  hospitals  and  nurs¬ 
ing  homes  in  the  SAR  are  compliant. 
The  remaining  one  aims  to  achieve 
compliance  by  the  end  of  this  month. 

The  government  has  identified  only 
a  few  mission-critical  systems  in  the 
social  welfare  NGOs.  Aside  from  the 
financial  computer  systems  for  which 
rectification  is  required,  all  other  mis¬ 
sion-critical  systems  identified,  includ¬ 
ing  fire  alarms  and  social  welfare  tel¬ 
ephone  hotlines,  are  Y2K-compliant. 

Now  the  bad  news 

The  progress  of  tertiary  educational 
institutions  is  less  promising.  While 
most  of  them  have  completed  about 
85  percent  of  the  necessary  work,  the 
Hong  Kong  University  of  Science  and 
Technology,  University  of  Hong 
Kong  and  Lingnan  College  are  only 
70  percent,  50  percent  and  25  percent 
compliant,  respectively. 


The  government  also  cited  a  sur¬ 
vey  conducted  by  the  Hong  Kong  Pro¬ 
ductivity  Council  in  June  1999  on  the 
Y2K  status  of  small  and  medium  en¬ 
terprises  (SMEs)  in  Hong  Kong. 
According  to  that  survey,  approxi¬ 
mately  65  percent  of  the  companies 
interviewed  indicated  that  they  would 
be  affected  by  the  problem.  Eighty- 
three  percent  of  those  affected  were 
taking  action  to  tackle  the  problem, 
and  over  55  percent  expected  to  com¬ 
plete  their  rectification  work  by  the 
first  half  of  1999.  The  government 
described  this  as  a  “marked  improve¬ 
ment”  over  the  results  of  a  survey 
conducted  last  September,  which  sug¬ 
gested  that  33  percent  of  the  compa¬ 
nies  affected  by  the  Y2K  problem 
had  not  yet  done  anything  to  solve  it. 

In  addition  to  departmental  and  in¬ 
stitutional  business  continuity  plans 
to  cope  with  any  disruptions  in  serv¬ 
ices,  the  Working  Group  on  Y2K 
Contingency  Planning  under  the 
Steering  Committee  on  Year  2000 
Compliance  is  preparing  a  contin¬ 
gency  plan  for  the  whole  of  Hong  Kong. 


The  structure  of  a  SAR-wide 
Y2K  monitoring  and  quick  re¬ 
sponse  system  was  presented  to 
the  Legislative  Council  last  week, 
according  to  the  report. 

Howard  Hsu,  services  re¬ 
search  senior  analyst  at  market 
research  firm  International  Data 
Corp.,  praised  the  transparency 
of  the  government  in  releasing 
the  report,  noting  that  such  a 
report  would  not  be  made  pub¬ 
lic  in  some  other  countries  in 
Asia,  including  the  Mainland. 
However.  Hsu  questioned  the 
definition  of  ’’mission-critical” 
systems,  which  was  not  clearly 
explained  in  the  report.  “We 
need  a  more  in-depth  understanding 
before  getting  a  very  real  picture,"  he 
said.  Hsu  also  noted  that  the  govern¬ 
ment  could  have  followed  the  exam¬ 
ple  of  Singapore  in  offering  a  tax 
deduction  for  Y2K  planning-related 
work  to  encourage  companies  to  look 
into  the  matter  early. 

K.K.  Cheng,  managing  director  of 
Timeless  Software,  a  firm  which  en¬ 
gages  in  Y2K  rectification  work  in 
Hong  Kong  and  China,  was  less  than 
positive  about  the  government's  ap¬ 
proach  to  the  Y2K  problem. 

“Technically,  the  Y2K  testing  pro¬ 
grams  of  the  government  were  done 
on  an  individual  basis,  not  cross-de¬ 
partmental.  When  problems  appear, 
there  can  be  a  domino  effect  that’s 
not  foreseeable,”  Cheng  said.  "A 
dedicated  central  body  should  coor¬ 
dinate  an  integrated  testing  [environ¬ 
ment]  for  all  government  bureaus.” 

“In  addition,  the  contingency  plan 
should  have  been  done  in  sync  with 
the  rectification  work,  for  details  can 
be  overlooked  when  work  is  mostly 
done,”  he  said. 


‘destination  site’  to  lure  ad  dollars 


Wong:  The  site  has  the  potential  to  generate  as  much  as 
HK$9  million  in  monthly  advertising  revenue. 


CTI  offers 

By  Winnie  Lai 


In  a  bid  to  expand  its  role  as  an 
Internet  service  provider  and  attract 
more  advertising  revenue,  CTI  (also 
known  as  City  Telecom)  is  introduc¬ 
ing  a  no-charge  Web  site,  dubbed 
iChannel,  that  will  offer  audio-visual 
programs  as  well  as  plain-text  con¬ 
tent. 

As  a  first  step,  CTI  last  week 
teamed  up  with  local  multimedia  pro¬ 
duction  house  Wellfit  Publishing  In¬ 
ternational  to  launch  Vagazine,  the 
first  sub-channel  targeted  at  young¬ 
sters.  The  joint  venture  aims  to  lev¬ 
erage  CTI's  existing  Internet  infra¬ 
structure  resources  and  marketing 
skills,  and  Wellfit’ s  content  develop¬ 
ment  capabilities,  according  to  com¬ 
pany  officials. 

Under  the  companies’  plan,  visi¬ 
tors  will  be  able  to  view  “the  most 
updated  interactive  multimedia 
infotainment  programs”  24  hours  a 


day  from  their  computers,  without  the 
need  for  additional  equipment  like 
set-top  boxes. 

“Unlike  TV,  the  interactive  nature 
of  iChannel  offers  users  complete 
freedom  of  what  programs  they  watch 


and  when  they  watch  them,”  said 
Ricky  Wong,  chairman  of  CTI.  “Be¬ 
ing  hosted  on  the  Internet  also  means 
that  viewers  can  access  the  channel 
not  just  in  Hong  Kong,  but  also  over¬ 
seas.  Basically,  all  Chinese  around 


the  world”  have  access,  he  said. 

Located  at  www.ichannel.com,  the 
content  of  Vagazine  includes  music, 
hot  gossip,  movies  and  reviews,  com¬ 
ics,  PC  games  and  IT  news.  Apart 
from  the  more  common  banner  ads, 
the  site  allows  advertisers  to  post  their 
audio-  and  video-format  advertise¬ 
ments  on  the  site,  so  that  radio  and 
TV  ads  can  be  reused  in  a  cost-effec¬ 
tive  manner,  according  to  officials. 
When  a  visitor  clicks  on  a  Web  page 
to  view,  say,  a  music  clip  from  an 
Andy  Lau  concert,  an  ad  will  be 
played  before  the  video.  Currently, 
Wellfit  produces  only  three  hours  of 
video  programming  each  week  for  the 
new  channel  but  will  be  doing  more 
in  the  future,  said  Siu  Chiu-shun, 
managing  director  of  Wellfit. 

“Vagazine  is  a  ‘destination  site’ 
rather  than  a  ‘portal’  site.  It  means 
that  surfers  will  stay  in  the  site  in¬ 
stead  of  using  it  as  just  a  door  to 
continued  on  page  4 
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Motorola’s  recently  spun-off 
Semiconductor  Components 
Group,  which  officially  changed 
its  name  to  ON  Semiconductor 
last  week,  is  taking  steps  to  in¬ 
vest  at  least  US$100  million 
into  the  Mainland  while  Hong 
Kong  is  in  contention  to  be  the 
company’s  regional  headquar¬ 
ters.  Megan  Scott  reports  on 
page  2. 


Following  Hewlett-Packard’s 
announcement  in  May  that  it  is 
joining  the  application  out¬ 
sourcing  fray,  HP’s  Hong  Kong 
office  is  planning  to  partner 
with  a  major  communications 
provider  to  manage  and  deliver 
application  capabilities  to  cor¬ 
porations  in  Hong  Kong.  De¬ 
tails  on  page  2. 


Foreign  companies  in  Vietnam 
expect  major  disruptions  to  their 
operations  due  to  the  Year  2000 
computer  problem  and  are  mak¬ 
ing  urgent  contingency  plans  to 
protect  their  assets  over  the  mil¬ 
lennium  period,  executives  said 
last  week.  See  page  5. 
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In  this  month’s  Cyber  World,  Megan 
Scott  goes  one-on-one  with 
Symantec  CEO  John  W.  Thompson. 
Our  online  computing  supplement 
follows  page  8. 


gpp 


Gartner  Group  and  IDC  say  there’s 
a  lot  of  life  left  in  ERP,  especially 
in  Asia  where  it’s  a  growth  mar¬ 
ket.  Our  ERP  supplement  begins 
on  page  13. 
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Motorola  chip  division  switches  to  ON 


By  Megan  Scott 


Motorola’s  recently  spun-off 
Semiconductor  Components 
Group  (SCG).  which  officially 
changed  its  name  to  ON  Semi¬ 
conductor  last  week,  is  taking 
steps  to  invest  at  least  US$100 
million  into  the  Mainland 
while  Hong  Kong  is  in  conten¬ 
tion  to  be  the  company’s  re¬ 
gional  headquarters. 

Motorola's  SCG,  which  had 
an  office  and  design  group  in 


Tai  Po,  was  sold  off  to  Texas 
Pacific  Group  for  US$1.6  bil¬ 
lion  last  May.  Motorola  will 
retain  a  10  percent  equity  stake 
in  the  renamed  semiconduc¬ 
tor  firm,  according  to  Henry 
Leung,  general  manager  of 
ON’s  Asia  Region  and  former 
Asia  Region  general  manager 
at  Motorola’s  SCG. 

Going  forward.  ON  will  be 
making  a  substantial  invest¬ 
ment  in  its  joint-venture  manu- 
facturing  plant  in  Leshan, 


China  in  Sichuan  Province, 
Leung  said.  “We  don’t  have  a 
solid  plan  yet  but  the  plan  that 
we  have  in  mind  is  in  the  order 
of  a  couple  hundred  million 
[U.S.  dollars],”  Leung  said, 
when  asked  how  much  the 
company  plans  to  invest  in 
Leshan.  The  plant,  which 
Leung  said  is  the  company’s 
“shining  star,"  began  opera¬ 
tions  under  Motorola  in  1995 
and  currently  produces  several 
billion  units  per  year. 


In  Asia,  the  semiconductor 
group  also  has  manufacturing 
plants  in  Japan,  Malaysia,  and 
the  Philippines.  Outside  of 
Asia.  ON  has  manufacturing 
facilities  in  the  U.S..  Mexico 
and  France,  and  joint-venture 
plants  in  the  Slovak  and  Czech 
Republics. 

Plans  for  the  Hong  Kong  op¬ 
erations  are  not  yet  finalized 
but  Leung  said  he  expects  the 
design  center  staff  to  increase 
by  as  much  as  50  percent. 


Do  you  have  to  look  inside  to  discover 
the  outstanding  value? 


StorageWorks  RAID  Array  3000 

when  you  want  your 
users  working  with  data, 
not  waiting  for  it 


Compaq  Storage  Works  RAID  Array  3000  Specifications 


Host/Drive  interface 
Peak  I/O  rale 
Peak  transfer  rale 
RAID  levels 
Maximum  capacity 
Controller  cache 
Battery  backup  for  cache 
Redundant  fans 
Redundant  power  supplies 


16-bit  UltraSCSI 

2200  I/O/second  per  controller 

20  MB/second  per  controller 

0,  1.0+1. 3/5,  4,  JBOD 

252  GB  with  expansion  pedestal 

16MB  expandable  to  1 28MB 

External 

Hot-swappable 

Hot-swappable 


COMPAQ. 

www.compaq.com/storageworks 

Compaq  StorageWorks 
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Tel:  (852)  2389  8252  Fax:  (852)  2343  6479  E-mail:  karin@karin.com.hk  Website:  www.karin.com.hk 
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Leung  suggested  that  the 
company  would  explore  its 
options  at  Hong  Kong's  Tai 
Po  Science  Park  which  is 
scheduled  to  have  phase  one 
completed  by  2001 .  There  are 
currently  100  ex-SCG  employ¬ 
ees  at  ON's  Hong  Kong  of¬ 
fice.  20  of  whom  work  for  the 
design  center,  he  said.  The 
remainder  are  sales,  marketing, 
logistics  and  management 
staff. 

In  addition.  Hong  Kong 
will  serve  as  one  of  the  two 
key  design  centers  for  the  re¬ 
gion,  with  Japan  hosting  the 
second.  Hong  Kong’s  design 
center  develops  integrated 
dual-voltage  power  manage¬ 
ment  chips  for  personal  dig¬ 
ital  assistants  (PDAs)  along 
with  other  analogue  products. 

Hong  Kong  vs.  Singapore 

One  of  the  next  decisions 
for  the  newly-christened 
company  is  to  pick  its  re¬ 
gional  headquarters  for  Asia- 
Pacific. 

Hong  Kong  and  Singapore 
are  on  the  short  list  but  the 
company  won’t  make  an  an¬ 
nouncement  until  September. 
Leung  said.  The  decision  will 
be  based  on  the  availability 
of  talent,  the  business  envi¬ 
ronment,  cost-competitive¬ 
ness  and  support  from  the  lo¬ 
cal  government,  Leung  said. 
The  scale  of  the  regional 
headquarters,  however,  is  not 
expected  to  be  particularly 
expansive  since  ON  is  a  glo- 


Leung:  ON's  manufacturing 
facility  in  Leshan,  Sichuan 
Province,  is  the  company’s 
"shining  star.” 

bal  company,  he  added.  The 
corporate  headquarters  is  in 
Phoenix,  Arizona. 

Following  its  separation 
from  Motorola,  ON  will  focus 
on  the  standard  analog,  logic 
and  discrete  products  while 
Motorola’s  Semiconductor 
Products  Sector  (SPS)  will  fo¬ 
cus  on  the  embedded  chips 
market. 

With  total  shipments  of  15 
billion  units  in  1998,  ON  Semi¬ 
conductor  will  become  one  of 
the  world’s  largest  manufac¬ 
turers  of  analog,  logic  and  dis¬ 
crete  electronic  semiconduc¬ 
tors  employing  nearly  10,000 
people  in  Asia  and  14.000 
worldwide. 

Texas  Pacific  Group,  formed 
in  1993,  is  based  in  Texas  and 
is  a  private  investment  part¬ 
nership  with  capital  of  approxi¬ 
mately  US$2.5  billion. 


HP  in  talks  with  HKT 
on  apps  outsourcing 


By  Winnie  Lai 


Following  Hewlett-Packard’s 
announcement  in  May  that  it 
is  joining  the  application 
outsourcing  fray,  HP’s  Hong 
Kong  office  is  planning  to  part¬ 
ner  with  a  major  communica¬ 
tions  provider  to  manage  and 
deliver  application  capabilities 
to  corporations  in  Hong  Kong, 
according  to  a  company  offi¬ 
cial. 

“We  are  having  talks  with 
(Cable  and  Wireless)  HKT  on 
providing  software  hiring  in 
Hong  Kong,"  said  Steve  Au- 
Yeung,  general  manager  of 
HP  Hong  Kong's  Enterprise 
Computing  Sales  Organiza¬ 
tion. 

Though  specifics  of  the  plan 
are  sparse,  HP’s  enterprise 
management  software  product, 
OpenView,  will  be  one  of  the 
products  available  for  hiring, 
according  to  Au-Yeung.  In  the 
U.S..  HP  has  announced  its 
intent  to  host  applications,  stor¬ 
age,  data  mining  and  ware¬ 
housing,  and  any  number  of 
IT  services  in  what  it  calls 
“apps  on  tap." 

Au-Yeung  declined  to  con¬ 


firm  whether  the  application 
outsourcing  service  will  be  of¬ 
fered  as  part  of  the  joint 
broadband  project  of  Cable  and 
Wireless  HKT  and  Microsoft, 
code-named  Zoom.  That 
project  aims  to  deliver  video- 
on-demand,  music-on-demand, 
software-on-demand.  Voice 
over  IP.  news  updates  and 
Internet  gaming  via  HKT’s 
broadband  network  before  the 
end  of  the  year. 

Application  service  provid¬ 
ers  can  help  companies  lower 
their  total  cost  of  ownership, 
predict  costs  of  managing  IT, 
as  well  as  free  them  up  to  fo¬ 
cus  on  their  core  business,  ana¬ 
lysts  say. 

Forrester  Research  projects 
that  the  application  outsourcing 
market  will  be  worth  US$6.4 
billion  by  2001.  up  from  zero 
just  months  ago. 

Separately,  Au-Yeung  dis¬ 
closed  that  HP  Hong  Kong  will 
be  making  equity  investments 
in  Hong  Kong  Internet 
startups  to  fuel  their  growth. 
The  company  is  in  the  proc¬ 
ess  of  screening  startups, 
however  further  details  are 
not  available. 
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Everything  You  Need 
10  Choose  The  Best 
Storage  Solution. 


Features 

Computer  Associates 
ARCserve/7  V6.6* 

Cross-Platform  Enterprise  Management 

✓ 

High-Performance  Image  Backup 

✓ 

Free  RAID  Fault  Tolerance 

✓ 

Unattended  Remote  Disaster  Recovery 

✓ 

Data  Compression  and  Encryption 

✓ 

Backup  to  Optical  Devices 

✓ 

Backup  to  MVS,  0S/390 

✓ 

GFS  Media  Rotation  Scheme 

✓ 

Built-In  Unicenter  TNG  Framework™ 

✓ 

Unicenter  TNG  Integration 

✓ 

High  Availability  Replication  Solution 

Storage  Area  Network  Solution 

(Fibre  Channel) 

Free  Small  Tape  and  Optical  Library  Support  %r 

NetWare  5.0  Support 

✓ 

Java-Based  Remote  Management 

✓ 

Shared  Tape  Library  Support 
(ACSLS) 

✓ 

Messaging  System  Protection 
■  Microsoft  Exchange 

✓ 

■  Lotus  Notes 

< 

■  GroupWise 

✓ 

Even  though  we’re  the  leader  in 
storage  management  and  have 
received  virtually  every  industry 
award  in  the  category,  we’re  not 
about  to  start  resting  on  our  laurels. 

To  the  contrary,  we’re  investing  more 
money  in  R&D  than  ever  before,  and 
it  shows. 

With  a  broad  range  of  exciting  new 
features  and  benefits,  ARCserve  /7" 
remains  today’s  most  advanced  storage 
management  solution,  and  now  it’s 
available  in  two  editions  that  address  the 
specific  needs  of  your  environment. 


ARCserve/T  Workgroup 
Edition  protects  your  Windows 
NT  LAN.  With  comprehensive 
backup  for  both  the  server  and 
attached  clients,  online  backup 
of  business  applications,  and 
lightning-fast  disaster  recovery, 
this  solution  has  everything 
you  need. 

ARCser  ve/T  Enterprise 
Edition  provides  more  compre¬ 
hensive  storage  management 
for  more  complex  enterprises. 

With  enterprise-wide 
centralized  administration, 
exceptional  performance, 
and  unmatched  reliability, 
this  edition  can  protect  all  of 
your  data  from  desktop 
to  mainframe. 

But  don’t  let  all  of  the 
power  and  advanced  functionality  fool  you. 
ARCserve/7”  is  still  as  friendly  and  easy 
to  use  as  ever.  Just  what  you  would  expect 
from  the  industry  leader  in  systems, 


network  and  storage  management. 

To  receive  your  FREE  Trial  Copy,  visit 

www.cai.com/ads/arcserveit,  call  (852) 
2587-1388  or  fax  (852)  2587-1018. 


(Computer® 

/i  SSOCIATES 

Software  superior  by  design. 


ARCserve/r 


Authorised  Distributors 


JOS  Distribution 

Tel:  (852)  2565-2920  Fax:  (852)  2565-5251 
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IT  staff  retention  resurfaces  as  a  challenge 


By  Winnie  Lai 

With  Hong  Kong  gradually  re¬ 
covering  from  the  darkest  days 
of  the  Asian  economic  crisis, 
the  once  sluggish  IT  human  re¬ 
sources  market  is  being  re¬ 
vived.  And  that  means  em¬ 
ployers  once  again  need  to  be 
concerned  about  IT  staff  re¬ 
tention,  a  management  consult¬ 
ing  firm  says. 

"I'm  once  again  seeing 
around  the  community  turno¬ 
ver  in  the  IT  sector."  said  Kevin 


Taylor,  firmwide  director  at 
James  Martin  &  Co.  in  Hong 
Kong.  "People  are  looking  for 
change.  ...It's  almost  like  [it 
wasj  three  or  four  years  ago. 
We  really  need  to  consider  how 
we  look  after  our  key  people  in 
the  company,”  Taylor  said. 

“In  a  post-crisis  situation, 
there's  greater  competition  in 
getting  the  right  skills  and  ca¬ 
pabilities,"  added  Filomena 
Leonardi,  managing  consultant 
at  James  Martin.  “We're  now 
worried  about  how  we  get  the 


right  people  and  how  we  com¬ 
pete  with  the  guys  next  door 
who  are  offering  a  better  job, 
whereas  during  the  crisis,  we 
were  worried  about  managing 
cost,  dealing  with  morale.” 

Taylor  said  high-caliber 
employees  should  be  viewed 
by  employers  as  "projects.” 

“The  company  needs  to  look 
at  each  person  and  create  a 
change  plan  throughout  his  ca¬ 
reer  —  a  change  plan  that  ends 
up  helping  him  make  wealth.” 

"It's  a  new  dynamic.  Hong 


Kong  is  only  now  seeing  the 
real  value  of  its  employee  base 
and  rewarding  and  aligning 
them  to  the  business  strategy 
accordingly."  Taylor  said. 

Flexibility  is  the  key 

Leonardi  noted  that  employ¬ 
ers  need  to  think  about  mov¬ 
ing  away  from  traditional  re¬ 
muneration  plans  and  consider 
other  options. 

“Remuneration  now  has  to 
be  a  lot  more  flexible  because 
people  have  different  needs 
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Leonardi:  "The  paradox  is  that  if  you  want  to  keep  your  employees, 
you  have  to  make  them  marketable  to  outside  employers.” 


and  different  circumstances,” 
she  said.  "We  are  seeing  a  move 
towards  a  total  package  of  re¬ 
muneration,  rather  than  salary. 
The  company  will  say  to  its  staff, 
‘This  is  your  total  dollars  and 
now  you  have  to  figure  out  how 
you  want  to  break  them  down  in 
terms  of  salary  and  benefits.’” 

Taylor  echoed  that  point. 

"It’s  interesting  to  look  at 
China.com,  when  it  (went  pub¬ 
lic]  and  initially  didn’t  have  a 
reward  mechanism,  such  as  a 
share  option  plan,  for  its  em¬ 
ployees."  he  said.  "There’s  go¬ 
ing  to  be  an  enormous  amount 
of  change  here  to  secure  staff. 
...Companies  more  than  ever 
need  to  look  at  how  to  remuner¬ 
ate  and  motivate  their  staff." 

“Companies  should  consider 


what  their  brand  image  is  in 
the  market  from  an  employ¬ 
ment  point  of  view."  added 
Leonardi.  "What  do  they  of¬ 
fer  that’s  different?  At  the  end 
of  the  day,  employees  are  cus¬ 
tomers  of  the  organization, 
when  you  look  at  it  in  the  con¬ 
text  of  selling  them  the  idea 
that  they  ought  to  work  for 
[you].”  she  said. 

"The  workforce  has  become 
much  more  [transient].  They’re 
demanding  to  grow  in  the  job 
because  they  want  to  keep 
themselves  more  relevant  to 
the  marketplace.  The  paradox 
is  that  if  you  want  to  keep  your 
employees,  you  have  to  make 
them  marketable  to  outside 
employers,”  she  said.  “If  you 
don’t  do  that,  they’ll  leave.” 


from  page  one 

other  sites,  thus  increasing  its 
advertising  value,"  Siu  ex¬ 
plained. 

Wong  expects  to  reach  2 
million  page  views  per  day  for 
iChannel.  With  advertisers 
now  paying  about  HKS150  per 
thousand  page-views.  CTI  es¬ 
timates  the  site  has  the  poten¬ 
tial  to  generate  as  much  as 
HK$9  million  in  monthly  ad¬ 
vertising  revenue  within  six 
months,  which  would  enable 
the  company  to  recoup  its 
HK$30  million  investment 
within  a  year. 

“We  foresee  that  the  Internet 
undoubtedly  will  play  a  (more] 
dominant  role  than  TV.  radio 
or  even  magazines  very  soon," 
said  Wong. 

Good  luck 

One  industry  analyst  noted 
that  CTI  will  need  to  generate 
massive  traffic  to  reach  its  rev¬ 
enue  goal. 

“To  achieve  that  target, 
iChannel  will  need  to  be  the 
leading  site  of  its  kind  in  Hong 
Kong,"  said  Lane  Leskela,  dig¬ 
ital  commerce  senior  analyst 
at  Gartner  Group  Asia  Pacific. 
"It  has  to  make  itself  highly 
visible  to  Web  surfers  by  set¬ 
ting  up  links  to  and  advertis¬ 
ing  in  popular  sites  like  Yahoo 
and  Netvigator." 

Moreover,  Leskela  ques¬ 
tioned  the  presumption  that  a 
destination  site  necessarily  en¬ 
hances  advertising  value.  "The 
strategy  of  a  destination  site. 


like  Amazon.com,  is  to  drive 
direct  revenue  from  selling 
products  and  services,  not  ad¬ 
vertisements,"  he  said.  Leskela 
recommended  that  CTI  bring 
online  shopping  to  its  site  to 
expand  revenue  sources  on  the 
one  hand  and  increase  traffic 
on  the  other. 

Separately,  iChannel  shortly 
after  its  debut  attracted  pub¬ 
licity  when  it  installed  Web 
cameras  at  Deep  Water  Bay 
beach  for  public  viewing  of 
the  venue  on  the  ’Net.  That 
broadcast  drew  criticism  for 
infringing  privacy  and  pro¬ 
moting  voyeurism,  and  the 
Privacy  Commissioner  has  re¬ 
portedly  expressed  concern 
about  the  matter. 

While  it  defended  its  actions 
by  noting  that  the  camera  was 
set  up  in  a  public  venue  and 
shot  from  a  wide  angle,  CTI 
has  removed  the  camera  at 
Deep  Water  Bay. 

CTI  has  installed  a  Web  cam 
at  a  pet  shop,  and  plans  to  in¬ 
stall  cameras  at  other  venues 
in  the  future,  officials  said. 

The  iChannel  site  will  soon 
be  introducing  an  array  of  sub¬ 
channels,  covering  entertain¬ 
ment,  education,  news,  finan¬ 
cial  updates  and  more  for  dif¬ 
ferent  customer  groups,  ac¬ 
cording  to  Wong. 

The  site  runs  on  Compaq 
ProLiant  1600  servers  with  a 
Cisco  Systems  Gigabyte 
Switch  which  can  support  56K 
video  streams  for  200,000  con¬ 
current  users,  officials  said. 
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Foreign  firms  fear  Y2K  crash  in  Vietnam 


IT  doubles  up  to  help 
Asia  market  recovery 


By  David  Legard _ 

IDG  News  Service,  Singapore 

Significant  productivity  gains 
by  Asian  manufacturers 
through  the  use  of  advanced 
technologies  has  helped  many 
of  them  weather  the  recent  eco¬ 
nomic  downturn.  Now,  re¬ 
newed  strong  regional  demand 
for  IT  products  and  continued 
strength  in  U.S.  and  European 
IT  markets  are  further  helping 
the  recovery  of  Asia's  crucial 
electronics  export  sector. 

These  were  the  opinions  ex¬ 
pressed  in  Singapore  last  week 
by  David  Emery,  managing 
director  of  Dun  &  Bradstreet 
ASEAN/South 
Asia.  He  was 
speaking  as  his 
company  released 
the  findings  of  a 
survey  of  450  regional  compa¬ 
nies  called  "Dun  &  Bradstreet 
Optimism  Index  3rd  Quarter 
1999.” 

"It  is  definitely  true  that  tech¬ 
nology  has  been  used  to  im¬ 
prove  productivity  in  Asia  — 
providing  up  to  20  percent 
improvements  in  cost-per-unit 
manufacturing  figures,”  Emery 
said.  "Increased  revenues  go¬ 
ing  forward  along  with  these 
cost-cutting  measures  will  see 
greater  profitability  for  com¬ 
panies  in  the  region.” 

He  said  that  technologies 
such  as  the  Internet  and  elec¬ 
tronic  commerce  have  helped 
Asian  manufacturers  cut  distri¬ 
bution  layers  as  well  as  improve 
workflow  and  manufacturing 
processes.  As  demand  picks  up, 
electronics  centers  such  as  Tai¬ 
wan,  South  Korea,  Hong  Kong 
and  Singapore  will  reap  the  eco¬ 
nomic  benefits,  he  added. 

"The  sky's  the  limit  as  far  as 


the  U.S.  market  for  electronic 
products  goes,"  Emery  said. 
"Demand  in  Asia  itself  is  up, 
and  Europe's  technology 
driver  Germany  is  also  experi¬ 
encing  growth  and  buys  heav¬ 
ily  from  Asia.” 

Singapore's  Economic  De¬ 
velopment  Board  (EDB)  re¬ 
ported  1 8.4  percent  growth  in 
electronics  trade  for  the  first 
six  months  of  1999  over  the 
equivalent  1998  figures.  EDB 
said  that  growth  was  particu¬ 
larly  strong  in  telecommunica¬ 
tions  equipment,  semiconduc¬ 
tors  and  cellular  phones.  Printed 
circuit  boards  and  integrated  cir¬ 
cuits  showed  moderate  growth, 
according  to  the  or¬ 
ganization.  Only 
the  disk  drive  and 
printer  markets 
showed  negative 
growth,  EDB  said. 

Singapore’s  economy  is  the 
most  reliant  in  Asia-Pacific  on 
the  electronics  business,  which 
accounted  for  US$37.7  billion 
worth  of  trade  in  1997,  over 
half  of  the  country's  non-oil- 
based  industry,  according  to 
government  figures. 

But  only  10  percent  of 
Asian  manufacturers  expect 
to  be  selling  goods  at  a  higher 
price  than  a  year  ago,  com¬ 
pared  to  35  percent  who  are 
selling  goods  cheaper,  ac¬ 
cording  to  the  Dun  &  Brad¬ 
street  survey.  This  effect  was 
particularly  noticeable  in  the 
electronics  sector,  according 
to  EDB. 

“Although  there  was  a 
higher  level  of  production  ac¬ 
tivity  in  the  electronics  sector, 
many  manufacturers  expressed 
concern  about  severe  price  ero¬ 
sion  of  their  products,”  EDB 
said  in  a  statement. 
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By  David  Legard 

IDG  News  Service,  Singapore 

Foreign  companies  in  Vietnam 
expect  major  disruptions  to 
their  operations  due  to  the  Year 
2000  computer  problem  and 
are  making  urgent  contingency 
plans  to  protect  their  assets 
over  the  millennium  period, 
executives  said  last  week. 

The  precautions  come  de¬ 
spite  an  order  from  Vietnam's 
Prime  Minister  Phan  Van  Khai 
last  week  that  Year  2000  re¬ 
medial  work  "must  accord  with 
plans  and  schedules  set  by  the 
Supervisory  Committee  for 
Y2K  Prevention  and  all  tests 
to  ensure  the  defeat  of  the  bug 
must  be  done  by  Wednesday, 
October  20.” 

One  U.S.  industrial  company 
told  IDG  News  Service  last 
week  that  its  Year  2000  plans 
range  from  contracting  off-site 
stockpiles  of  fresh  water  and 
petrol  to  setting  up  emergency 
teams  ready  to  fend  off  poten- 


countrywide  has  been  repaired 
or  replaced.  In  addition,  more 
than  50  percent  of  government 
agencies,  cities  and  provinces  are 
yet  to  map  out  Year  2000  im¬ 
plementation  plans. 

However,  several  key  sec¬ 
tors  such  as  posts  and  telecom¬ 
munications  and  petroleum 
have  finished  85  percent  of 
their  year  2000  work,  the  re¬ 
port  said.  The  aviation  and 
banking  industries  have  com¬ 
pleted  60  percent,  according  to 
the  report. 
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tial  looters  who  might 
take  advantage  of  black¬ 
outs,  law  enforcement 
overloads  or  communica¬ 
tions  breakdowns. 

The  company,  which 
declined  to  be  identified, 
said  it  will  double  the 
security  over  the  millen¬ 
nium  period  around  its 
Ho  Chi  Minh  city  office.  “ “ 
The  office  will  be  closed  until 
January  15,  according  to  the 
company’s  locally  based  gen¬ 
eral  manager.  All  client  debts 
will  be  called  in  before  the  end 
of  December  and  no  new  busi¬ 
ness  spanning  the  millennium 
changeover  will  be  allowed  to 
take  place. 

On  January  I,  a  specially 
contracted  Vietnamese-Aus- 
tralian  emergency  team  will  be 
the  only  ones  to  arrive  at  com¬ 
pany  offices,  the  general  man¬ 
ager  said.  The  team  will  assess 
the  situation  and  provide  on¬ 
going  reports  to  a  regional  of¬ 
fice  in  Australia  via  already- 


One  U.S.  industrial  company  said  its  Year 
2000  plans  range  from  contracting 
off-site  stockpiles  of  fresh  water  and 
petrol  to  setting  up  emergency  teams 
ready  to  fend  off  potential  looters. 


secured  communications  links, 
independent  of  Vietnam's 
power  grid  and  telecom  net¬ 
works,  the  manager  added. 


Foreign  companies  have  also 
been  taking  Year  2000  work 
into  their  own  hands.  One  com¬ 
pany  is  vetting  its  entire  local 


supply  chain,  with  Hong 
Kong  bank  HSBC  pro¬ 
viding  assessments  of 
the  local  banking  sys¬ 
tem’s  Year  2000  readi¬ 
ness,  and  Telstra  and 
Alcatel  doing  the  same 
for  telecommunications 
systems,  an  executive 
said. 

A  recent  report  pre¬ 
pared  by  Vietnam's  Year  2000 
Steering  Committee  estimated 
that  less  than  10  percent  of  non- 
Year  2000-compliant  equipment 
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OPINION 
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The  local  LUSER  group  debates  how  to  handle  a  smear  against  Linux 


Meanwhile,  at  the  most 
recent  meeting  of  the 
Hong  Kong  chapter  of 
Linux  Users  for  Societal 
Emancipation  and  Reform 
(LUSER)... 

“So  it’s  agreed.  Oil  Slick 
will  approach  Tung  Chee-hwa 
about  making  the  Penguin  the 
official  mascot  of  the  Celebra¬ 
tion  to  Commemorate  the  50th 
Anniversary  of  the  Glorious 
Founding  of  the  People’s  Re¬ 
public  of  China.  Oil  Slick  will 
also  approach  McDonald's 
about  marketing  Hello  Pen¬ 
guin!  Happy  Meals.  Doesn’t 
the  thought  of  all  those  people 
queuing  up  for  the  Penguin  just 
make  you  tingle?  Thank  you. 
Oil  Slick.  Tell  your  mom  we  all 
said  you  can  stay  up  late  tonight. 
What’s  next  on  the  agenda. 
Grease  Clog?” 

“Um,  like,  Trekker  is  on  holi¬ 
day  so  we  need  somebody  to 
volunteer  to  polish  the  larger- 
than-life  bronze  statue  of  Linus 
Torvalds." 

“1  will!  I  will!  Pick  me!  Pick 
me!” 

“I  think  not,  Codette.  The 
last  time  we  let  you  do  it,  Linus' 
larger-than-life  you-know-where 


quires  office  automation  tools, 
Chinese  support  and  an  inte¬ 
grated  development  environ¬ 
ment. 

"Stay  calm,  friends.  This  dire 
situation  calls  for  an  alert  re¬ 
sponse.  Because  it  gets  worse. 

"I  am  compelled  to  inform 
you  that  this  Mr.  Lai  is  presi¬ 
dent  of  the  Hong  Kong  Compu¬ 
ter  Society.  That's  right.  The 
head  of  Hong  Kong’s  most  pres¬ 
tigious  and  highly-respected  IT 
professional  organization  has 
proclaimed  to  the  community 
that  Linux  is  more  suitable  for 
the  labs  and  universities.’  OK. 
The  floor  is  open  so  suggestions 
for  a  re-education  strategy  may 
be  heard.” 

“Let's  spread  a  rumor  that  he’s 
Bill  Gates’  secret  male  lover!" 

"That's  standard  procedure 
whenever  anyone  says  some¬ 
thing  about  Linux  that  we  don’t 
like.  Raven  Beak.  We  need 
something  more  drastic.” 

"You  want  1  should  firebomb 
Quarry  Bay  Station,  boss?" 

“Um  . . .  maybe  not  quite  that 
drastic.  Ooze.  Here,  chew  on 
your  bone.” 

“Let’s  post  his  drivel  on  every 
Linux  Lover  Web  site  on  the 


was  WAY  too  shiny,  babe. 
Backhacker,  you  get  the  nod. 
Make  us  proud,  big  guy.  OK. 
what’s  next?" 

“Huh-huh.  Saving  the  best 
till  last.  We  need  to,  like,  de¬ 
cide  what  we’re  going  to  do 
about  Daniel  Lai.” 

“Ah.  Right.  OK,  for  those  of 
you  who  haven’t  heard,  we  have 
a  ‘Re-education  Situation’  on 


our  hands.  This  Daniel  Lai  char¬ 
acter  is  the  head  of  information 
technology  at  Mass  Transit  Rail¬ 
way  Corp.  Friends,  I  must  re¬ 
port  to  you  that  rather  than  toe 
the  line,  Mr.  Lai  has  brazenly 
crossed  it.  Computerworld 
Hong  Kong  reported  last  week 
that  MTRC  hasn’t  even  begun 
to  evaluate  Linux.  Please,  hold 
your  gasps  till  the  end.  And 


somebody  get  Albatross  Sling  a 
cold  compress  —  he  seems  to 
have  fainted. 

"It  appears  that  this  unaccept¬ 
able  situation  at  MTRC  is  di¬ 
rectly  attributable  to  Mr.  Lai's 
personal  vendetta  against  Linux. 
He  was  actually  quoted  as  say¬ 
ing  that  he  doesn't  believe  Linux 
is  suitable  for  an  office  environ¬ 
ment  like  the  MTRC  that  re- 
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What  a  venture  capitalist  looks  for  before  opening  his  wallet 


As  a  venture  capitalist,  people 
are  always  asking  me,  “How 
do  you  determine  the  value  of 
a  business  idea?"  The  real  es¬ 
tate  market  provides  an  excel¬ 
lent  analogy.  Anyone  who  has 
dealt  with  real  estate  appraisals 
knows  that  two  key  elements  are 
location  and  comparables  — 
what  similar  houses  in  the 
neighborhood  are  selling  for. 

In  the  case  of  a  private  com¬ 
pany  valuation,  substitute  in¬ 
dustry  sector  for  location.  For 
example,  an  Internet-related 
startup  would  be  the  equiva¬ 
lent  of  a  multimillion-dollar 
home  in  an  exclusive  commu¬ 
nity.  A  communications  startup 
would  be  equivalent  to  a  mil- 
lion-dollar  home  in  an  upper- 


middle-class  area.  An  enter¬ 
prise  software  startup  would  be 
comparable  to  a  half-million 
dollar  home  in  the  nice  mid¬ 
dle-class  part  of  town. 

A  house’s  condition  also  af¬ 
fects  its  salability.  Is  it  ready 
for  occupancy  tomorrow?  Or 
is  it  a  fixer-upper  that  is  going 
to  take  work  to  make  it  habit¬ 
able? 

To  determine  a  venture’s  sal¬ 
ability,  venture  capitalists  look 
at  a  number  of  issues: 

•  Does  the  company  have  a 
strong  management  team  al¬ 
ready  in  place  or  will  the  in¬ 
vestors  have  to  do  the  job 
themselves  while  they  look  for 
key  managers? 

•  Is  the  company’s  business 


model  proven  or  untested? 

•  Is  the  company  entering  an 
existing  or  new  market?  If  ex¬ 
isting.  is  that  market  growing 
or  shrinking?  If  new,  does  the 
market  have  the  potential  to 
be  large? 

•  How  much  technology  risk 
is  associated  with  the  compa¬ 
ny’s  success  or  failure? 

•  What  unique  contribution 
will  the  venture  capitalist  pro¬ 
vide  in  terms  of  strategy,  peo¬ 
ple  and  a  network  of  possible 
partners? 

A  company  with  a  fully 
formed  business  plan  and  a 
strong  management  team 
would  receive  a  higher  valua¬ 
tion  than  a  one  in  which  inves¬ 
tors  would  have  to  put  in  a  lot 


of  time  and  effort. 

People  invest  in  real  estate 
with  the  thought  of  selling  for 
a  profit.  In  the  case  of  venture 
capitalists,  they  look  at  what  is 
called  the  "liquidity  event"  — 
the  moment  when  the  venture 
capitalist  realizes  a  return  on 
his  investment,  either  through 
an  initial  public  offering  or  the 
sale  of  the  company.  The  IPO 
market,  the  merger-and-acqui- 
sition  environment  and  the 
market  size  for  the  company’s 
products  all  figure  into  deter¬ 
mining  the  potential  value  of 
the  liquidity  event. 

Each  venture  capitalist  fund 
has  its  own  requirements  for 
valuation  driven  by  its  invest¬ 
ment  strategy.  Different  funds 


will  have  different  ways  of  pro¬ 
viding  value,  either  through  the 
amount  of  money  invested  or 
through  the  time  the  firm’s  part¬ 
ners  spend  on  each  investment. 

Every  home  seller  believes 
his  property  is  special  and  de¬ 
serves  to  be  fully  valued.  Every 
entrepreneur  feels  the  same 
way.  But  market  forces  are  the 
ultimate  judge  of  value, 
whether  you  are  engaging  in  a 
real  estate  transaction  or  a  ven¬ 
ture  deal. 


The  author.  Kevin  Fong,  is  a 
general  partner  of  Mayfield 
Fund,  a  venture  capital  firm  in 
Menlo  Park,  California.  He 
can  be  reached  at  kfong@ 
mayfield.com. 


planet  so  that  he  gets  a  hateful 
flaming  from  all  over  the 
world!" 

''Duh.  Again,  that  goes  with¬ 
out  saying.  Scar  Tissue.  Can’t 
we  come  up  with  anything  origi¬ 
nal?  Yes,  you  in  the  back,  rais¬ 
ing  your  hand.” 

“I  suggest  we  redouble  our 
efforts  to  address  the  issues  that 
are  of  concern  to  IS  managers 
—  like  applications  and  support 
and  interoperability  —  and  that 
we  devote  our  full  attention  and 
resources  to  delivering  a  truly 
viable  alternative  for  those  man¬ 
agers,  so  that  people  in  posi¬ 
tions  held  by  the  likes  of  Mr. 
Lai  will  have  good  reason  to 
evaluate  the  suitability  of  Linux 
in  their  organizations  and  to  pro¬ 
mote  it  among  their  peers.” 

"Hmm.  Well.  You  might 
just  have  something  there. 
Nah.  Any  other  suggestions?” 
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crisis  and  Y2K”...  however,  if  eBay  Inc.  has  another  big 
outage,  all  hell  could  break  loose. 

•  “Post  Office  assures  customers:  No  delivery  problems 
due  to  year  2000”...  as  long  as  you  don't  mind  delivery 
sometime  in  the  year  2000. 

•  “State  governments  express  confidence  that  they’ll  be 
ready  for  year  2000”...  about  eight  months  after  year  2000. 

•  “Feds  satisfied  that  nuclear  industry  Y2K  efforts  will 
yield  glowing  results”...  if  you  know  what  I  mean. 

•  “Hospitals:  Doctors  will  use  cell  phones  at  midnight  to 
ensure  communication”...  with  their  lawyers. 

•  “New  Y2K  bill  protects  companies  with  fewer  than  50 
employees”...  which  might  include  even  Microsoft,  if  you 
don’t  count  its  umpteen  thousand  contractors. 

•  “NASA  insists:  satellites  orbiting  Earth  pose  no  problems 
on  1/1/2000”...  the  ones  that  won’t  be  orbiting  Earth?  Believe 
me,  you  don’t  want  to  know. 


The  author,  Michael  Cohn,  writes  for  Computerworld  in  the 
U.S. 


Viewpoint:  Y2K  stories  we’d  really  like  to  see 


If  you  read  the  headlines,  Y2K  sounds  like  no  big  deal. 
We've  got  the  whole  thing  covered  —  it  won't  cause  any 
more  mess  than  a  typical  rush  hour.  But  take  my  advice: 
Read  more  than  just  the  headlines.  Read  the  fine  print. 

It's  the  details,  not  the  headlines,  that  I  worry  about.  It's  the 
“buts"  and  “yets”  that  are  often  overlooked.  Below,  as  a  public 
service.  I’ve  provided  a  handful  of  the  headlines  you've  prob¬ 
ably  been  reading  and  the  details  you  probably  have  not. 

But  please  note  that  the  following  is  purely  fictional;  any 
similarities  to  actual  agencies  or  acronyms,  living  or  dead, 
are  purely  coincidental  and  the  problem  of  my  low-priced 
lawyer,  who  works  out  of  the  back  of  his  Subaru. 

•  Headline:  “FAA  assures  that  flying  on  New  Year's  Eve 
will  cause  no  problems"...  but  landing  may  be  another  story. 

•  Headline:  "Russians  boast  99.9  percent  compliance  rate 
of  embedded  chips  inventoried”...  it's  the  ones  they  haven't 
inventoried  that  you  should  worry  about. 

•  Headline:  “The  IRS  reports  that  50  percent  of  its  sys¬ 
tems  will  be  done  by  August"...  another  50  percent  by 
October  and  the  final  50  percent  by  year's  end. 

•  "Pentagon:  100  percent  of  our  in-house  apps  are  now 
Y2K  compliant''...  we  can  only  fix  the  ones  where  the  origi¬ 
nal  programmer  is  still  “in-house.” 


•  “Internet  providers  expect  to  be  up  and  running  flawlessly 
during  the  millennium  rollover”  ...  just  don't  be  surfing 
www.swinging.swedish.erotica.com  at  the  stroke  of  midnight, 
or  you’ll  download  99  years  of  naked  ladies  and  your  mom 
will  find  out. 

•  “Sydney  plans  to  hold  2000  Olympics  no  matter  what”... 
'cause  if  no  one  else  shows  up.  Australia  will  get  all  the  medals. 

•  "Red  Cross  advises  ‘survivalist’  mentality;  stock  up  on 
food,  water  and  supplies”...  unless  your  neighbor  outweighs 
you  by  60  pounds  —  then  you're  probably  in  deep  yogurt. 

•  “Major  U.S.  airlines  say  they’ll  be  ready  on  12/31/99”...  yet, 
they  still  haven’t  found  my  bags  from  a  trip  to  Cleveland  in  '97. 

•  "Prison  officials  will  make  sure  the  doors  properly  open 
and  close  at  midnight”...  so  if  something  goes  wrong,  they  can 
make  a  beeline  out  of  there. 

•  "Nasdaq  expects  markets  to  withstand  rate  hikes,  Asian 
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The  Master-Slave 
Relationship 

To  learn  what  users  feel 
the  pollsters  asked  for  real 
emotions  felt  down  deep: 
which  firms  make  users  weep? 

AT&T  is  "Mom”, 
eternal,  strong  and  calm, 
and  Harley-Davidson 
our  "best  friend"  sharing  fun. 

McDonald’s  is  the  guy 

we’ve  known  since  just  this  high, 

and  teammate  IBM’s 

our  friend  in  fighting  "them". 

With  ratings  just  now  in, 
support’s  begun  to  thin 
for  Gates  and  Microsoft, 
whose  image  has  just  troughed. 

Reserving  one-time  raves, 
consumers  feel  like  "slaves" 
who  blindly  must  obey 
what  Gates’s  henchmen  say. 

We  guess,  to  be  quite  bold, 
that  Microsoft  won't  fold. 

The  "master-slave"  link  made, 
and  bonds  with  users  frayed, 

is  Gates’s  image  bruised? 

More  likely  he’s  amused. 

Approval  numbers  went 
down  to  ...  sixty  percent. 

^ - -  - rj 
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CA  completes  local  Platinum  integration 


By  Sumner  Lemon 


If  you  listened  to  former 
Platinum  Technology  CEO 
Andrew  "Flip”  Filipowski  be¬ 
fore  the  company’s  acquisi¬ 
tion  by  Computer  Associates, 
CA  certainly  seemed  like  the 
enemy. 

In  public  comments,  Filipo¬ 
wski  frequently  disparaged 
the  Islandia,  New  York-based 
systems  management  giant 
and  its  treatment  of  staff  in 
newly-acquired  companies. 


So  it  raised  a  few  eyebrows 
when  the  announcement  came 
in  March  that  Computer  Asso¬ 
ciates  would  acquire  Platinum 
in  a  deal  worth  US$3.5  bil¬ 
lion,  and  when  Filipowski's 
comments  were  dismissed  as 
nothing  more  than  competitive 
rhetoric. 

With  the  acquisition  of  Plati¬ 
num  by  CA  now  formally  com¬ 
pleted.  Computerworld  Hong 
Kong  sat  down  with  Piti 
Pramotedham,  the  managing 
director  of  CA's  Hong  Kong 


operations,  to  discuss  the  inte¬ 
gration  of  the  two  companies 
in  Hong  Kong  and  the  impact 
of  the  acquisition  on  CA's  lo¬ 
cal  operations.  Excerpts: 

On  how  many  Platinum  staff 
were  retained  by  CA: 

A  large  number  or  almost 
all  of  the  Platinum  people  came 
over.  Most  of  them  came  over, 
including  the  contract  staff. 
The  exact  number  I  can't  re¬ 
member  because  they've  bro¬ 
ken  off  into  technical  teams. 


1  was  trying  very  hard  to 
work  something  out  with  the 
managing  director  of  Platinum. 
But  obviously  he's  got  other 
options.  He  found  a  better  al¬ 
ternative,  [but  |  his  key  man¬ 
agers  and  key  sales  and  tech¬ 
nical  people  are  all  with  us 
now. 

On  bringing  staff  from  the 
two  companies  together: 

The  thing  that  surprised  us 
as  well  as  the  Platinum  peo¬ 
ple  is  when  they  came  over 


Lucent 


From  The  World’s  #1  Provider  Of  Remote  Access  Solutions, 
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The  world  may  be  a  global  village,  but  it’s  a  village  whose  boundaries  extend  for  thousands  of  kilometers. 
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to  the  information  they  need.  Wherever  they  are.  The  Pipeline  makes  your  life  easier  by  providing  point- 
of-sale,  Internet  access,  LAN-to-LAN,  and  remote  networking  connectivity.  Best  of  all,  the  Pipeline  is  designed 
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AND,  IN  PLACES 
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Tel:  (852)  2844  7600 
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by  the  world  leader  in  remote  access  solutions  with  your 


needs  in  mind.  For  more  information  regarding  the  award 
winning  Lucent  Pipeline,  call  our  local  office  or  e-mail 
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'’“'e  3.13,  TWo  Pac, 
88  Qu»snsway,  Hoi 
T*  (8 52)  28, 
pax.  (852)28, 


Piti:  The  majority  of  CA’s  local 
services  staff  came  from  Platinum 
and  report  directly  back  to  the  U.S. 


to  CA  they  realized  that 
all  of  that  [competitive 
rhetoric  about  CA]  was 
crap,  and  that  what  they 
have  experienced  so  far 
in  the  Hong  Kong  of¬ 
fice  and  what  they've 
seen  here  is  quite  dif¬ 
ferent  than  the  internal 
hype. 

We  moved  quickly 
into  the  [Platinum]  office 
and  had  a  very  informal 
meeting  just  to  answer 
some  questions  and  ex¬ 
plain  to  them  how  we  are 
organized  and  what  our 
intentions  were. 

i  wouldn't  say  we  did 
something  artificial  just 
to  make  them  feel  good. 

We  treated  them  like  profes¬ 
sionals  and  so  far  all  the  peo¬ 
ple  that  came  over  are  profes¬ 
sional  and  they  realized  that 
we  have  a  lot  more  in  common 
than  they  thought  . 

Some  of  them  had  very  real 
concerns  like,  "We  used  to  hate 
you  or  we  used  to  hate  each 
other,  how  can  we  just  forget 
the  past?”  In  fact,  that  is  not 
real.  It's  not  as  if  our  people 
hate  their  people,  it's  just  the 
company  positioning  and  all 
that.  The  [Platinum]  people 
came  in  and  realized  that  we 
are  just  like  them. 


On  the  importance  of  former 
Platinum  staff  to  building  up 

CA’s  services  business  in 
Hong  Kong: 

The  majority  [of  our  serv¬ 
ices  staff]  came  from  Platinum. 
This  acquisition  was  an¬ 
nounced  at  the  end  of  March. 
Global  Professional  Services  in 
Asia  started  probably  some¬ 
where  in  February.  That's  when 
we  made  the  commitment  to 
build  the  team  and  then  shortly 
after  that  we  announced  the  ac¬ 
quisition.  Of  course  we  wanted 
to  see  how  the  Platinum  people 
come  in  before  we  start  expand- 


‘It’s  not  as  if  our  people 
hate  their  people,  it’s  just 
the  company  positioning  and 
all  that.  The  Platinum 
people  came  in  and  realized 
that  we  are  just  like  them.’ 


On  lessons  learned  from  the 
CA  acquisition  of  ASK  and 
Ingres: 

I  think  the  situation  is  very 
different  from  that  one.  If  you 
are  familiar  with  the  setup  of 
ASK  and  Ingres,  they  had  dou¬ 
ble  operations  in  every  coun¬ 
try.  In  Singapore,  when  the 
acquisition  happened,  they 
had  ASK  on  the  second  floor. 
Ingres  was  on  the  third  floor. 
They  had  two  managing  di¬ 
rectors,  they  had  two  finance 
departments,  they  had  two 
sets  of  developers  and  all  of 
them  did  not  talk  to  each 
other,  so  I  think  the  impact 
of  that  acquisition  was 
that. ..it’s  almost  like  absorb¬ 
ing  two  companies. 

I  wasn't  in  the  management 
at  the  time  of  the  ASK  acqui¬ 
sition,  so  I  can't  comment  on 
that  one,  but  I  think  so  far  if 
we  look  at  the  recent  acquisi¬ 
tions  by  CA  —  Cheyenne, 
CMSI,  Platinum  —  I  see  there 
is  a  lot  of  synergy  that  these 
acquisitions  really  bring  us. 
Like  now  we  have  announced 
our  intention  to  build  up  the 
Global  Professional  Services 
[in  Asia].  That's  something  we 
see  people  from  Platinum  con¬ 
tributing  to. 


tng  by  new  hiring.  That's  why 
right  now  most  of  [the  consult¬ 
ing  staff]  are  from  Platinum,  but 
then  we  still  have  plans  to  build 
and  expand  the  team. 

We  break  the  professional 
services  into  two  areas:  con¬ 
sultancy  and  delivery.  Con¬ 
sultancy  is  when  we  go  into  an 
account  to  do  business  process 
reengineering,  to  do  security 
consulting  and  stuff  like  that. 
That  team  is  a  regional  team. 
It’s  a  regional  practice. 

We  have  practice  directors 
for  data  warehousing,  for  en¬ 
terprise  management  and  so 
on.  And  in  each  of  the  coun¬ 
tries  we  have  a  delivery  team 
—  the  team  that  actually  goes 
onsite  to  work  with  the  cus¬ 
tomer  to  deliver  the  project. 
So  in  most  of  the  countries  we 
have  a  local  delivery  manager. 
If  they’re  not  in  place  we 
would  probably  be  in  the  proc¬ 
ess  of  putting  in  a  person  and  a 
consulting  team  that  is  a  re¬ 
gional  resource. 

All  of  the  senior  [services] 
people  at  Platinum  Hong  Kong 
are  still  with  CA.  but  are  no 
longer  working  for  CA  Hong 
Kong.  They  are  reporting  back 
to  the  U.S.  for  the  Global  Pro¬ 
fessional  Services  team,  # 
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Symantec  sets  its  sights  on  Web  security 

Computerworld  Hong  Kong  speaks  with  Symantec  President,  Chairman  and  CEO  John  W.  Thompson 


Thompson:  Web-based  content  security  represents 
a  “super  big  opportunity”  for  Symantec. 


tility  software  firm  Symantec 
is  looking  to  ride  high  on  the 
Internet  wave  with  last 
month  '.v  acquisition  of  URLcihs.  a  firm 
specializing  in  Internet  access  con¬ 
trol  and  e-mail  scanning. 

In  a  recent  telephone  interview.  John 
W.  Thompson,  president.  CEO  and 
chairman  of  Symantec,  spoke  with 
Computerworld  Hong  Kong 's 
Megan  Scott  about  the  com¬ 
pany  ’s  move  into  Web-based 
content  securin'. 

COMPUTERWORLD 
HONG  KONG:  Can  you 
elaborate  on  your  recent 
acquisition  of  URLabs  and 
why  Symantec  is  getting  into  the 
Web-based  content  security  mar¬ 
ket? 

JOHN  W.  THOMPSON:  Well  first 
off,  the  reason  that  we  see  this  as  an 
opportunity  for  us  is  principally  be¬ 
cause  customers  have  said  it’s  a  point 
of  great  need.  As  they  open  their 
systems  up  more  to  the  possibilities 
of  threats  brought  on  by  Internet  or 
external  connections,  they  see  the 
need  to  protect  their  corporate  data  or 
data  that  resides  in  departmental  sys¬ 
tems. 

The  notion  of  content  has  become 


an  item  of  great  importance  to 
customers  around  the  world. 

We  happen  to  have  a  very  strong 
position  as  a  dominant  player 
in  the  area  of  antivirus  which  is 
one  of  the  segments  of  content 
security.  Expanding  our  pres¬ 
ence  in  that  category  to  include 
scanning  and  filtering  technolo¬ 
gies  that  deal  with  e- 
mail  scanning  or  URL 
filtering  or  the  identi¬ 
fication  of  mobile  and 
malicious  code  is  a 
logical  extension  of 
the  competency  of  our 
company  and  also  rep¬ 
resents  a  super  big  op¬ 
portunity  for  us  from  a  revenue 
point  of  view. 

The  [Web-based  content  se¬ 
curity]  category  worldwide  is 
expected  to  approach  US$5  bil¬ 
lion  by  the  year  2003  and  that’s 
before  you  add  any  of  the  associated 
service  revenue  or  the  deployment  and 
implementation  of  technology  in  that 
space. 

The  acquisition  of  URLabs  is  stra¬ 
tegically  important  because  it  brings 
patented  technology  into  the  family 
that’s  focused  very  specifically  in  this 
area.  It  also  brings  to  the  family  a 
development  team  that  has  developed 


products  on  both  the  Linux  and  Unix 
platforms.  Those  skills  and  that  plat- 
form  coverage  Lire  very  important  to  us 
as  we  look  at  working  with  not  only  an 
expanded  set  of  corporate  users,  but  an 
expanded  set  of  ISPs  as  well.  So  it’s  a 
strategically  important  acquisition  that 
supports  the  redirection  or  refocus  of 
our  company  to  a  broader  category 
called  content  security. 


MS:  Can  you  talk  about  the 
terms  of  the  agreement? 

JWT:  It  was  a  US$42  million 
cash  purchase.  We  bought  the 
entire  company,  it’s  assets  and 
people.  There  are  about  35  peo¬ 
ple. 

MS:  When  do  you  expect  to 
be  shipping  these  new  content 
security  products  under  the 
Symantec  name? 

JWT:  We’re  actually  shifting  the 
products  from  URLabs  today. 
They're  called  High  Gear  and 
Mail  Gear.  One  is  an  e-mail  scan¬ 
ning  product  and  the  other  is  a 
dynamic  URL  filtering  product. 
How  we  rebrand  and  integrate 
those  things  is  a  plan  that  is  being 
worked  out  as  we  speak. 

One  of  the  first  areas  of  in¬ 
tegration  will  be  in  the  digital  im¬ 
mune  system  [D1S]  which  is  our 
implementation  of  a  management 
system  as  a  security  offering.  Un¬ 
derneath  that  umbrella  lies  not  only 
antivirus,  but  also  connectivity  sup¬ 
port  for  remote  devices  as  well  as 
the  elements  of  the  content  security 
strategy  that  we  acquired  from 
URLabs,  so  you'll  see  those  prod¬ 


ucts  in  the  not-too-distant  future. 

The  plan  for  DIS  was  a  1999  deliv¬ 
erable.  We’re  assessing  how  quickly 
we  can  integrate  the  URLabs  tech¬ 
nology  into  that.  I'd  like  to  get  it 
done  this  year  but  that’s  a  plan  we’ll 
have  to  build  now  that  we  have  the 
assets  as  a  part  of  our  team. 

MS:  Can  you  talk  about  the  diffi¬ 
culties  foreign  security  application 
vendors  like  yourself  face  with  re¬ 
spect  to  PRC  government  officials 
and  getting  access  to  the  Mainland 
market? 

JWT:  [The  Mainland  government  of¬ 
ficials]  would  certainly  like  to  be  in 
greater  control  of  what  technologies 
get  deployed  in  China.  That  is  why 
we  have  representatives  from  the 
Department  of  Public  Security  visit¬ 
ing  our  location  down  in  Santa 
Monica  to  not  only  assess  the  tech¬ 
nology  but  for  us  to  pursue  [opportu¬ 
nities]  with  them  after  they’ve  made 
their  decisions  on  which  technology 
they  want  to  use.  Assuming  it's  ours, 
we  have  a  basis  of  understanding  to 
exercise  those  negotiations.  We  are 
aware  that  we  need  to  be  a  partner 
with  the  [Mainland]  government  in 
order  to  be  able  to  participate  in  the 
[Mainland]  market. 


CRM  portals:  The  new  buzz  in  Hong  Kong? 


By  Megan  Scott 

Onyx  Software  and  Aspect  Telecom¬ 
munications  both  launched  Customer 
Relationship  Management  (CRM) 
portals  in  Hong  Kong  last  week  with 
executives  from  both  companies 
claiming  CRM  will  soon  surpass  ERP 
in  popularity. 

CRM  and  ERP  are  both  business 
applications.  However,  CRM  refers 
to  front-office  applications  for  the  mar¬ 
keting,  sales,  customer  service  and  qual¬ 
ity  assurance  domains,  while  ERP  re¬ 
fers  to  back-office  applications  for  the 
manufacturing,  accounting,  financial 
and  procurement  business  processes, 
explained  Eben  Frankenberg.  vice  presi¬ 
dent  of  sales  at  Onyx. 

For  Aspect,  CRM  is  more  of  a  busi¬ 
ness  strategy  than  a  product,  said 
Andie  Rees,  managing  director  of 
Asia-Pacific  for  Aspect. 

Regardless  of  the  way  it’s  defined, 
CRM  may  replace  ERP  as  a  buzzword 
technology.  CRM  offers  much  bigger 
prospects  than  ERP.  said  Ted  Cheng, 
country  manager  for  Greater  China  at 
Onyx.  Onyx's  Greater  China  office  in 
Hong  Kong  opened  its  doors  two 
months  ago. 


As  2000  approaches, 
demand  for  ERP  applica¬ 
tions  as  Y2K  remediation 
tools  is  already  dropping. 

"Customers  are  saying  to 
us  they’ll  begin  investing  in  customer- 
facing  applications”  instead  of  ERP 
applications  with  the  turn  of  the  clock 
this  year,  Rees  said. 

Portal,  portal 

The  Onyx  Enterprise  Portal  is  a 
customizable,  browser-based  product 
with  features  that  include  marketing 


campaign  management: 
customer  list  manage¬ 
ment;  Web-based  mar¬ 
keting;  market  report¬ 
ing;  telephone,  online 
and  field  selling  and  presentation  fea¬ 
tures;  a  marketing  encyclopedia:  call 
center;  Web-based  customer  service 
center;  service  renewals  and  cross 
selling,  according  to  Frankenberg. 

Aspect’s  Customer  Relationship 
Portal  is  a  customer  contact  software 
tool  for  managing  and  integrating 
customer  interactions  and  data 


through  voice,  Web.  e-mail  and  fax, 
Rees  said.  The  toolkit  plugs  into  other 
front-end  databases  and  desktop  ap¬ 
plications  from  companies  such  as 
Vantive,  Clarify  and  Siebel.  he  said. 

Onyx’s  Enterprise  Portal  is  a  thin- 
client,  component-based  system  built 
on  Microsoft  Windows  Distributed  inter- 
Net  Application  Architecture  (DNA). 
Aspect’s  Relationship  Portal  runs  on 
Windows  NT  Server  and  supports  large- 
scale.  mission-critical  CRM  applica¬ 
tions  in  distributed  environments. 

Onyx  Enterprise  Portal  is  currently 


in  beta  testing  and  will  be  available  in 
the  third  quarter  of  1999  with  a  starting 
price  of  US$81,000.  The  company  is 
currently  working  on  its  Chinese  ver¬ 
sion  and  said  it  will  soon  be  making 
announcements  on  local  content  part¬ 
ners. 

Aspect’s  Customer  Relationship  Por¬ 
tal  is  currently  available  with  pricing 
depending  on  package  choice  and  im¬ 
plementation.  Aspect  has  no  plans  for 
a  Chinese  version  since  it  is  more  of  a 
toolkit  than  an  interface,  Rees  said. 

Meanwhile,  emergency  medical 
evacuation  company  AEA  International 
SOS  recently  implemented  Onyx’s  cli¬ 
ent-server  CRM  system  in  Hong  Kong 
to  help  the  company  identify  its  global 
clients  and  to  implement  cross-selling 
techniques,  according  to  Sally  Lee. 
senior  manager  for  sales  and  market¬ 
ing  at  AEA.  The  system,  which  was 
recently  implemented  worldwide, 
"should  be  able  to  service  the  customer 
in  a  more  efficient  manner,”  Lee  said, 
adding  that  she  did  not  know  if  the 
company  would  be  migrating  to  On¬ 
yx’s  Web-based  version  in  the  future. 

Aspect  officials  said  they  were  not 
prepared  to  release  details  on  local 
customers. 
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Onyx’s  CRM  portal  is  a  customizable, 
browser-based  product. 


Aspect's  CRM  portal  is  the  first  point  of  entry 
for  consumers. 


For  more  on  ERP, 
see  our  supplement 
beginning  on  page  13 
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Asia  struggles  with  e-commerce,  individuality 


©  GartnerGroup 


By  Rebecca  Munro 

Australian  Reseller  News 

Although  IT  analyst  firm 
Gartner  Group  has  warned  pro¬ 
spective  investors  in  Asia  of 
several  inhibitors  to  the  uptake 
of  electronic  commerce  in  the 
region,  the  company  argues 
against  making  gross  generali¬ 
zations  about  the  market, 

Gartner  insists  that  the  in¬ 
dustry  perception  of  Asia  as 
several  years  behind  North 
America  in  terms  of  its  e-com¬ 
merce  capabilities  is  not  only 
inaccurate  but  too  broad  an 
assumption. 

"We  strongly  disagree  with 
the  concept  that  Asia  is  x  years 
behind  the  United  States  in  re¬ 
gards  to  e-commerce,”  said  Joe 
Sweeney,  research  director  for 
Gartner  Group  Asia-Pacific. 
"This  is  not  only  a  gross  gener¬ 
alization  for  many  areas  outside 
of  IT,  but  also  wildly  inaccu¬ 
rate.  The  reality  is  that  each 
Asian  market  is  different  from 
the  other  and  each  country’s 
Internet  industry  and  e-com- 
merce  have  developed  from  dif¬ 
ferent  sources,”  he  added. 

Gartner  anticipates  that  Aus¬ 
tralia,  New  Zealand,  Singapore 
and  Taiwan  will  experience  the 
fastest  uptake  of  e-commerce 


due  to  economic  stability  and, 
in  Singapore’s  case,  govern¬ 
ment  policy.  The  Philippines 
and  India  will  be  strong  mar¬ 
kets  for  content  development 
and  programming  respectively. 
Hong  Kong  is  on  the  verge  of 
falling  into  the  third-tier  cat¬ 
egory  along  with  China  and  the 
ASEAN  (Association  of 
Southeast  Asian  Nations) 
countries,  but  could  maintain 
its  second-tier  position,  the 
market  research  company  said. 

Yet  Gartner  not  only  disagrees 
with  the  assumption  that  Asia  is 
inferior  to  other  markets  —  it 
stresses  that  the  concepts  used 
to  measure  success  are  not  trans- 
posable  between  the  various 
geographies. 

According  to  the  market  re¬ 
search  company,  the  markets  of 
China.  Taiwan,  Hong  Kong  and 
the  ASEAN  nations  are  com¬ 
prised  of  85  to  95  percent  small 
and  medium-sized  businesses  of 
fewer  than  500  staff.  The  ma¬ 
jority  of  these  firms  are  in  the 
primary  or  secondaiy  industries, 
making  the  market  a  much  more 
low-end  equation  than  the  serv¬ 
ices  industries  of  North  America 
and  Europe.  "This  factor  makes 
Asia-Pacific  a  totally  different 
demographic,  which  results  in 
technologies  being  used  in  very 


different  ways  to  the  more  ad¬ 
vanced  markets,"  said  Sweeney. 

With  these  differences  in 
mind.  Sweeney  recommends 
that  companies  planning  to  en¬ 
ter  the  Asian  e-commerce  arena 
need  to  adapt  their  solutions  to 
the  individual  market  conditions. 


Businesses  wanting  to  estab¬ 
lish  a  presence  in  the  region  also 
need  to  be  aware  that  Internet 
projects  in  the  area  have  largely 
been  a  secondary  priority  in  the 
last  couple  of  years  due  to  the 
Asian  economic  crisis.  Gartner 
estimates  that  60  percent  of  com¬ 


panies  with  an  IT  budget  of  over 
US$3.2  million  have  either  cut 
back  or  canceled  Internet 
projects. 

Instead,  Asian  companies  are 
focusing  limited  resources  on 
Year  2000  initiatives,  according 
to  Gartner,  with  85  percent  of 
large  IT  users  accelerating  Y2K 
projects  instead  of  e-commerce 
systems.  And  with  IT  experi¬ 
ence  and  skills  in  the  region  in 


such  short  supply,  businesses 
have  been  forced  to  decide  to 
which  projects  they  need  to  most 
dedicate  their  resources. 

The  high  cost  of  network  in¬ 
frastructure  has  made  many  shy 
away  from  e-commerce  and  the 
lack  of  examples  set  by  major 
institutes  in  the  region,  such  as 
the  banks,  has  inspired  a  cau¬ 
tionary  attitude,  Gartner  sug¬ 
gested. 


...CYBER  BRIEFS...CYBER  BRIEFS...CYBER  BRIEFS...CYBER  BRIEFS... 


The  insurance  industry  has  yet  to  fully 
embrace  the  Internet,  according  to  a 
study  by  Meta  Group. 

Although  a  large  number  of  companies 
have  a  Web  site,  many  haven't  really  inte¬ 
grated  their  sites  in  with  their  business 
strategies,  the  report  said.  Nor  do  they 
necessarily  understand  their  staffing  needs 
as  they  deploy  e-commerce. 

Meta  surveyed  almost  100  small  to  large 
insurance  companies  in  life,  property  and 
casualty,  and  health,  said  Judy  Johnson, 
an  analyst  at  the  company.  In  the  survey’s 
findings,  more  than  90  percent  of  the  re¬ 
spondents  claim  to  have  implemented  an 
enterprise  e-commerce  strategy.  Benefits 
are  believed  to  be  improved  customer  serv¬ 
ice,  faster  processes  and  lower  customer 
acquisition  costs. 


Internet  Initiative  Japan  (II. I),  the 
first  Japanese  company  to  be  listed 
on  the  technology-laden  Nasdaq 
stock  exchange,  got  off  on  the  right 
foot  last  week  on  the  first  day  of  trad¬ 
ing  of  the  company’s  stock. 

Ill's  initial  public  offering  of  7.16 
million  American  Depository  Shares 
(ADS),  a  mechanism  through  which 
U.S.  investors  can  purchase  shares 
of  foreign  companies,  ended  the  day 
commanding  US$31.3  per  share,  up 
36  percent  from  its  opening  price  of 
$23. 

IIJ,  which  is  one  of  the  largest  ISPs  in 
Japan,  raised  US$169  million  in  the  IPO. 
the  company  said.  Just  over  1 1.5  million 
of  shares  changed  hands,  capitalizing  IIJ 
at  US$1.41  billion. 


MCI  WorldCom’s  UUNet  division  has 
taken  advantage  of  newly  liberalized 
regulations  in  Singapore’s  Internet 
market  to  become  the  first  wholly  for- 
eign-owned  entity  to  offer  Internet 
connectivity  here,  UUNet  has  an¬ 
nounced. 

The  company  is  responding  to  moves 
made  by  the  country’s  regulatory  body 
Telecommunications  Authority  of  Sin¬ 
gapore  (TAS)  to  waive  a  policy  which 
requires  51  percent  Singaporean  own¬ 
ership  of  any  company  in  the  telecom¬ 
munications  and  Internet  fields. 

UUNet  has  been  granted  a  three-year 
IXSP  license  and  is  asking  for  a  full  ISP 
license.  The  IXSP  license  enables  UUNet 
to  provide  international  Internet  connec¬ 
tivity  to  Singapore’s  four  existing  ISPs. 
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Authorized  Distributors 


LASER  COMPUTER  LIMITED 


Your  Preferred  Distributor 
SiS  International  Limited 


Tel  :  2565  1 682  Fax  :  2563  5197 
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Who  can  ensure  your  network 

performing  at  the  best? 


Intel  Comprehensive 
Networking  Products  CAN. 
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•  10/100Mbps  auto-sensing  ports 
in  16- and  24-port  models 

•  Stackable  up  to  5-unit,  120  ports 
maximum 

•  Management  and  extension  modules 

•  1  Rack-mount  Unit  (RU)  high 


•  10/1 00Mbps  auto-negotiating  ports 
in  16- and  24-port  models 

•  Affordable  high-performance 

•  Flexible  setup  with  easy  manual  or 
auto-configuration 

•  1  Rack-mount  Unit  (RU)  high 

•  Gigabit  Ethernet  uplink  options  (460T  only) 


*  Scalable  Stacking  Technology  -  a 
high  performance  backplane  scales 
up  to  14.7Gbps  for  stacks  up  to 

7  switches  high 

•  10/1 00Mbps  auto-negotiation  ports 
in  8-,  12-  and  24-port  models 

1  Intuitive  Windows  or  Web-based 
configuration  and  control 


HK$10,099up/unit  (§§520T) 
HK$1 3,999up/unit  (ES510T) 


$ 

HK$5,999up/unit  (16-port)  — 
HK$7,599up/unit  (24-port)  1 

Large  Camoi 

IjjjpNetwork 

Price 
Range  1 

ft 

HK$4,S99up/unit  (16-port)  1 
HK$5,999up/unit  (24-port)  1 
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Website:  http://www.intel.com/network 
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Cisco  CCNA  Routing  &  Switching  (Exam  No. 640-407) 

List  price:  HK$4,900  CD-ROM  Course  ...  4  CBTs;  1  Study  Guide 
HKS4,500  Video  Course  ...  4  Videos;  1  Study  Guide 
Special  price  for  PCWorld  Hong  Kong/ 

Computerworld  Hong  Kong  readers: 

HK$4,165  CD-ROM  Course  ...  4  CBTs;  1  Study  Guide 
HKS3.82S  Video  Course ...  4  Videos;  1  Study  Guide 


http://www.pcworld.com.hk 


Preparing  for  your 

Cisco  CCNA  exam  ? 


Cisco  CCNA 
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Routing  &  Switching 


Training  Solution  (ILK.)  Ltd. 


Then  this  training  video  &  CD-ROM  is  a  must.  It's  just  one  of  the  many  top- 
class  training  courses  available  for  purchase  online  from  PCWorld  Hong 
Kong  in  conjunction  with  Training  Solution  (HK)  Ltd.  Why  send  employees 
on  a  course  when  you  can  have  all  the  benefits  of  expert  advice  in-house? 


Sojidjfyyour  knowledge  of  Cisco  Systems'  technologies  and  prepare  for 
your  CCNA  certification  exam  with  LearnKey  expert  Gary  Crothers.  In  this 
comprehensive  training  series  you'll  learn  about  Cisco  LAN  and  WAN 
routers  and  LAN  switches.  You'll  also  learn  how  to  configure  a  network  to 
increase  bandwidth,  improve  response  times,  and  enhance  reliability  and 
quality  of  service. 


Gary  Crothers  is  a  CCIE,  CCNA,  Cisco  Certified  Solutions  Instructor,  and  a 
Cisco  Certified  Sales  Instructor.  For  over  17  years,  Gary  has 
provided  computer  and  internetworking  consulting 
services  for  many  major  corporations  including  Cisco 
Systems,  Hughes  Aircraft  and  Southwestern  Bell.  He 
currently  teaches  and  develops  technology  and 
technology  marketing  courses  at  Cisco  Worldwide  Training 
Headquarters. 


#IDG 

IDG  COMMUNICATIONS  (HK)  LTD 
Tel:  (852)  2861-3238  Fax:  (852)  2861-0953 


Special  discount  for  PCWorld  Hong  Kong  and  Computerworld  Hong  Kong 
readers1  Take  advantage  of  the  special  offer,  all  titles  are  offered  at  a  large 
discount  on  the  list  price,  adding  up  to  substantial  savings  over  a 
conventional  training  course. 


*  Training  Solution  is  a  Content  Provider  of 
Hongkong  Telecom  iTV’s  Interactive 
Learning  Services. 
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HK$12,950 
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Intelligent 

Disaster 

Recovery 


Backup 

Options 


.  „„  lot  You f  GfOW'n9 
Data  Prote£t'on  •» 


Backup 

Exec 


The  leader  in  NT  Backup 
and  Restore  Solution* 

Dataquest  1 997,  42.4%  market  share  of 
Windows  NT  new  license  sales. 


Intelligent 

Disaster 

Recovery 

•Automatic  NT  Server  recovery  without 
the  need  of  re-installing  NT 

•  Support  recovery  of  both  local  and 
remote  server 

•  Support  Bootable  CDR,  HP  OBDR  tape 
and  floppies  as  recovery  media 


Backup 

Options 

Open  File  Op.M.n 
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Open  File 
Option 

•  Generic  open  file  backup  -  all  files  are 
backed  up  even  they  are  open 
•Unique  volume  approach  to  ensure 
open  files  backup  reliability 


With  purchase  of  VERITAS  Backup  Exec  plus  Intelligent  Disaster  Recovery 
plus  Open  File  Option.  Offer  valid  till  30,  September  1999. 


Agents  &  Options  Available! 

•  Auto  Loader  •  MS  Exchange  •  SAP  R/3 

•  Oracle  •  MS  SQL  •  Lotus  Notes 

Why  VERITAS  Backup  Exec? 

•  Microsoft  selected  Backup  Exec  as  the  standard  backup  utilities  in 
NT  3.51  &  NT  4.0 

•  Microsoft  rely  on  it  to  protect  the  data  for  their  own  servers  worldwide 

•  VERITAS  provides  three  storage  services  for  Windows  2000:  NT  Backup, 
HSM  and  logical  Disk  Management. 
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Using  CDR/W  drive  with  Intelligent  Disaster  Recovery  (IDR) 
to  create  a  bootable  CD  Disaster  Recovery  media  to  provide 
the  FASTEST  &  EASIEST  solution  for  server  recovery. 


VERITAS  Storage  Management  Professional: 

VERITAS  Reseller: 

Alfalink  Technology 

2333  0626 

Powerwave 

2411  8119 

Automaton 

Asia-Pacific  Systems 

2766  3782 

Skyman  (C8iC)  Technology 

2832  9814 

Comtech  Engineering  and  Consultant 

Comprehensive  Systems 

2570  9367 

Smalltech 

2392  8092 

HK  Telecom  CSL 

Imation  HK 

2161  2826 

Time  Passage 

2987  4178 

Infosoft  Technology 

Instinet  HK 

2585  0547 

Tobby  Associates 

2738  9808 

Jardine  Office  System 

Lin  Fung  Computer  System 

2408  0823 

Webgister  Tech 

8100  8282 

Kenfil  Hong  Kong 

Macro  Systems 

2802  2222 

Webstar  Systems 

2892  2443 

Legend  Expert  System  Ltd. 

Netband  Technology 

2516  6336 

System-Pro  Computers 
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Hotmail  wires  Asia’s  backpacker  trail 


By  Terho  Uimonen 
and  James  Niccolai 

IDG  News  Service,  Taipei 

KATMANDU.  NEPAL  - 
From  Thailand's  sun-soaked 
beaches  to  the  trekking  routes 
of  the  high  Himalaya,  the 
Internet  is  cropping  up  through¬ 
out  Asia’s  backpacker  trail  and 
keeping  a  new,  wired  genera¬ 
tion  of  travelers  connected. 

"Since  I  discovered  e-mail,  I 
haven't  put  pen  to  paper,"  said 


Trevor  Barnard,  a  25-year-old 
Englishman  enrolled  in  a  diving 
course  on  Koh  Samui.  an  island 
in  the  Gulf  of  Siam  that  for  the 
past  two  decades  has  been  a 
popular  destination  for  back¬ 
packers  in  need  of  rest  and  rec¬ 
reation  on  its  sandy  beaches. 

Having  spent  four  years  on 
the  road,  with  lengthy  stops 
waiting  tables  in  Hong  Kong  and 
Australia.  Barnard  was  intro¬ 
duced  to  e-mail  in  late  1998. 
The  low  cost  and  convenience 


soon  won  him  over. 

“My  mom  finds  it  even  more 
beneficial  than  1  do  —  now  at 
least  she  knows  where  I  am," 
said  Barnard,  adding  that  Asia's 
often  slow  and  sometimes  unre¬ 
liable  postal  services  meant  he 
often  disappeared  off  the  map 
for  weeks,  even  months,  on  end. 

Increasingly,  budget  travel-ers 
like  Barnard  say  the  Internet  has 
become  an  essential  tool  for 
keeping  up  to  date  with  news  at 
home  and  for  calming  anxious 


relatives  and  friends. 

“It  keeps  me  from  getting 
homesick  and  lets  my  poor 
mother  know  I'm  still  alive," 
said  Michelle  Cox,  24,  who  has 
tapped  into  her  e-mail  account 
from  towns  in  India,  Nepal 
and  Sri  Lanka  since  she  set 
off  traveling  in  March  from  her 
home  in  Berkeley,  California. 

In  step  with  the  growing  de¬ 
mand,  a  small  army  of  local  en¬ 
trepreneurs  have  bought  PCs  and 
set  up  e-mail  and  Internet  serv- 


Complete  Enterprise 


Your  Turnkey  Solution 
to  Manage 


Storage  Area  Networks  (SAN) 


•  Wlmt  is  a  Storage  Area  Networks  (SAN) 

•  Why  SAN  is  essential  for  y  oar  mission-critical  business? 

•  How  to  implement  SAN  solutions? 

•  How  to  maximize  the  Return  of  Investment  ( ROI )  via  SAN? 


Date 

Time 

Venue 


August  19, 1999  (Thursday) 

2:00  pm  -  5:30  pm 

Rm.  606,  6/F.,  Hong  Kong  Convention  and  Exhibition  Centre, 
Wanchai  (Old  Wing) 

1 :30  -  2:00pm  Registration 

2:00  -  2:I0pin  CA  Welcome 

2: 10  -  2:40pm  Challenges  and  Trends  in  Storage  Management 
Computer  Associates 

2:40  -  3:30pm  Enterprise  Storage  Management  Solutions 
Computer  Associates 
3:30  -3:45pm  Tea  break 

3:45  -  4:30pm  Network  Storage  Management  (NetStorM) 

Exabyte  Corporation 

4:30  -  5: 15pm  Hitachi  Freedom  Data  Networks 

Hitachi  Data  Systems  Limited 
5:15 -5:30pm  Q&A 


Name: _ 

Company: . 
Address: _ 


Title: 


Office  Telephone: 
E-mail - 


Fax: 


\\  ill  you  attend Q  Yes,  pis  register  me  Q  No,  pis  send  me  more  information 

Please  fax  this  form  back  to  (852)  2587  1018.  For  any  inquiry ,  please  contact  Ms.  Anita  Ngai 
or  Ms.  Cindy  Ho  at  Tel:  2587  1388  E-mail:  HK.Marketing@cai.com 
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ices  aimed  at  foreign  travelers. 
In  established  traveler  centers 
throughout  Asia,  such  as  the 
Khao  San  Road  in  Bangkok,  the 
beaches  of  Goa  in  India,  and 
Thamel  in  Katmandu,  the  streets 
teem  with  handpainted  signs 
hawking  “Cheap  Internet  Serv¬ 
ice”  and  "E-mail  Here.” 

"If  you’re  in  a  big  city  or  any¬ 
where  that  travelers  congregate, 
they're  going  to  have  e-mail  for 
sure,"  said  Cox. 

Like  most  of  their  peers,  both 
Barnard  and  Cox  are  avid  users 
of  Hotmail,  Microsoft’s  free 
Web-based  e-mail  service. 

"About  90  percent  of  our  cus¬ 
tomers  use  Hotmail."  said  Ma- 
hendra  Poudyal,  proprietor  of 
Easylink  Cyber  Cafe  in  Kat¬ 
mandu.  which  in  1995  became 
one  of  the  first  Internet  access 
points  catering  to  foreign  tra¬ 
velers  in  the  Nepalese  capital. 

Four  years  later,  during  the 
height  of  the  Himalayan  trek¬ 
king  season,  as  many  as  200 
people  a  day  access  the  Internet 
from  one  of  Easylink’s  18  ter¬ 
minals.  Virtually  all  of  the  cus¬ 
tomers  are  foreign  travelers,  al¬ 
though  a  few  local  Nepalese  also 
use  the  service,  Mahendra  said. 


science  in  Denver,  Colorado. 
Like  other  goods  not  made  lo¬ 
cally,  the  Pentium  II  system  was 
purchased  in  Katmandu  and  car¬ 
ried  up  the  mountain  on  a  por¬ 
ter’s  back.  When  foreign 
trekkers  heard  there  was  a  net¬ 
worked  PC  in  town  they  soon 
asked  to  use  it  for  e-mail,  and 
Sherap  became  Namehe  Ba¬ 
zaar's  first  Internet  entrepreneur. 

Connected  to  Katmandu  only 
via  a  satellite-based  link,  the 
Namehe  Bazaar  e-mail  service 
is  relatively  costly  at  100  Nepa¬ 
lese  rupees  (US$1 .46)  per  email, 
compared  to  the  four  rupees  per 
minute  Easylink  in  Katmandu 
charges  for  full  Internet  access. 
In  Thailand,  Internet-access 
costs  range  from  as  low  as  one 
or  two  baht  (27  to  54  U.S.  cents) 
per  minute  in  Bangkok,  to  five 
baht  per  minute  on  more  out-of- 
the-way  islands. 

For  the  new,  wired  genera¬ 
tion  of  backpackers,  however, 
getting  online  is  a  must,  and  cost 
is  not  always  the  highest  prior¬ 
ity.  noted  several  travelers. 

"The  Internet  has  become  so 
important  for  backpackers  that 
they  don't  even  look  for  the 
cheapest  price,  they  just  see  a 


About  90  percent  of  the  customers  of  the  Easylink  Cyber  Cafe  in 
Katmandu  use  Microsoft's  Hotmail  to  keep  in  touch  with  home. 


While  Easylink  offers  its  serv¬ 
ice  in  an  air-conditioned,  car¬ 
peted  room,  less  established  fa¬ 
cilities  elsewhere  in  Asia  offer 
more  basic  surroundings. 

In  Goa  on  India’s  West  Coast, 
where  a  string  of  palm-fringed 
beaches  has  drawn  a  steady 
stream  of  backpackers  since  the 
1960s,  Internet  services  are  of¬ 
fered  in  a  handful  of  jerry-built 
shacks  not  far  from  the  sands, 
often  from  a  single  computer. 
Eager  travelers  often  line  up  pa¬ 
tiently  to  use  the  terminals,  per¬ 
spiring  in  the  sticky  air. 

Wherever  demand  arises,  it 
seems,  the  Internet  will  follow. 

Namehe  Bazaar  is  a  tiny  mar¬ 
ket  town  tucked  into  a 
mountainside  in  the  Nepalese 
Himalaya,  where  the  only  traf¬ 
fic  jams  are  caused  by  lumber¬ 
ing  yaks  that  carry  supplies  up 
and  down  the  trail  to  Everest 
Base  Camp.  Even  here,  3,440 
meters  above  sea  level,  trekkers 
can  send  and  receive  e-mail  from 
a  tiny  room  in  the  Panorama 
Lodge  hotel. 

Sherap  Jangbu,  the  proprietor 
of  the  Panorama  Lodge,  bought 
the  PC  to  keep  in  touch  with  his 
son,  who  is  studying  computer 


PC  and  go  for  it.”  said  Tina 
Bratschi,  a  25-year-old  teacher 
from  Switzerland,  who  after 
traveling  for  three  and  a  half 
months  in  Asia  and  Australia 
was  headed  for  Oman  in  the 
Middle  East. 

Not  everyone  on  the  back¬ 
packer  circuit  is  smitten  by  the 
e-mail  bug,  however.  One  Ger¬ 
man  archaeologist  hiking  in 
Nepal  asked  why  anyone  who 
has  traveled  thousands  of  miles 
to  escape  the  modern  world 
would  want  to  go  anywhere  near 
a  computer.  Others  have  yet  to 
be  introduced  to  the  wired  world. 

“Even  my  mother  has  got  an 
e-mail  address,  but  I  just  fax 
her,”  said  Josip  Jaksie,  a  25-year- 
old  Australian  who  confessed 
that  he  has  yet  to  use  a  compu¬ 
ter.  But  Jaksie  already  is  resigned 
to  the  fact  when  he  gets  back 
home  to  Hobarth  in  Tasmania, 
he'd  better  get  wired  —  or  lose 
touch  with  many  of  the  people 
he  has  met  on  his  travels. 

"I've  got  all  these  e-mail  ad¬ 
dresses  in  my  diary  from  people 
I’ve  met.”  said  Jaksie.  "And  I'm 
thinking,  'Em  never  going  to 
hear  from  these  people  again 
unless  I  get  on  the  Internet."’ 
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SUPPLEMENT:  ENTERPRISE  RESOURCE  PLANNING 


ERP  is  not  dead,  Gartner  analyst  says 


By  Megan  Scott 


Despite  its  flailing  popularity 
and  marginal  growth  in  the 
U.S..  the  enterprise  resource 
planning  era  is  not  over,  an 
industry  analyst  says. 

“ERP  is  not  dead,  it's  just 
going  through  a  very  unpopu¬ 
lar  phase,”  said  Vinnie  Mir- 
chandani,  vice  president,  ap¬ 
plications  of  technology,  re¬ 
search  and  advisory  services 
at  U.S. -based  research  firm 
Gartner  Group  and  author  of 
"ERP  implementations:  What 
we  have  learnt  (and  forgotten) 
in  the  last  5  years.”  Since  the 
ERP  market  in  Asia  is  still 
somewhat  immature.  Mirchan- 
dani  said  his  latest  research 
report  is  based  mostly  on  U.S. 
cases.  Greater  China  and  Asia 
are  just  now  starting  to  show 
an  interest  in  ERP,  he  said. 

The  U.S.  market’s  snubbing 
of  ERP  applications  is  reflected 
in  the  latest  revenue  results  for 
some  ERP  vendors.  For  ex¬ 
ample.  PeopleSoft's  license 
revenues  slid  61  percent  in  the 
second  quarter  1999  compared 


to  the  same  quarter  in  1998, 
while  SAP's  product  revenue 
was  up  only  1  percent  in  the 
second  quarter  1999  compared 
to  the  same  quarter  in  1998. 
Meanwhile,  Baan  reported  a  17 
percent  decline  in  license  rev¬ 
enues  between  its  first  and  sec¬ 
ond  quarters  in  1999. 

The  reason  for  this  apparent 
fall  from  grace  is  that  ERP  is 
at  the  end  of  its  popularity  or 
“hype  cycle”  in  the  U.S.,  ac¬ 
cording  to  Mirchandani.  The 
biggest  problem  for  vendors  is 


Mirchandani:  “ERP  is  not 
dead,  it's  just  going  through 
a  very  unpopular  phase.” 


Asian  ERP  growth 
bucks  global  trend 


By  David  Legard 


IDG  News  Service,  Singapore 

Asia  will  see  significant  sales 
growth  for  enterprise  resource 
planning  (ERP)  software  this 
year,  despite  an  overall  global 
decline  in  ERP  vendor  per¬ 
formance,  accord¬ 


ing  to  a  report  re¬ 
leased  last  week  by 
market  analyst  International 
Data  Corp. 

The  largest  market  for  ERP 
software  in  Asia  (excluding 
Japan)  will  be  the  ASEAN 
(Association  of  Southeast 
Asian  Nations)  countries  in- 


Korea,  with  sales  of  US$42.9 
million  and  $27.7  million  re¬ 
spectively  in  1998. 

Factors  spurring  ERP  sales 
growth  in  the  region  include 
companies  attempting  to  in¬ 
crease  their  efficiency  through 
improved  workflow,  price  re¬ 
ductions  from  ERP 
vendors,  and  the 
need  to  replace  older 
enterprise  software  with  Year 
2000-compliant  systems,  ac¬ 
cording  to  Selinna  Chin,  coun¬ 
try  manager  for  1DC  Malaysia. 

“We  expect  to  see  a  con¬ 
tinual  increase  in  demand  for 
software  to  support  business 


I  DC 


‘Enterprises  in  this  part  of  the 
world  still  have  a  long  way  to 
go  in  terms  of  improving 
efficiency  and  cutting-edge 
technology  adoption.’ 


eluding  Singapore,  Malaysia, 
Thailand,  the  Philippines  and 
Indonesia.  IDC  said.  Sales  of 
ERP  software  in  ASEAN  will 
grow  at  an  annual  rate  of  21.2 
percent  up  from  US$1 15  mil¬ 
lion  in  1998  to  $393  million 
by  2003,  the  company  said  in 
its  report. 

But  the  fastest-growing  re¬ 
gion  for  ERP  software  sales 
will  be  Greater  China,  com¬ 
prising  China,  Hong  Kong  and 
Taiwan,  which  will  grow  at  an 
annual  rate  of  24.2  percent,  up 
from  US$84.5  million  in  1998 
to  $243.3  million  by  2003,  IDC 
said.  Other  significant  ERP 
markets  in  Asia  (excluding  Ja¬ 
pan)  include  India  and  South 


processes,”  she  said  in  the  re¬ 
port.  "Enterprises  in  this  part 
of  the  world  still  have  a  long 
way  to  go  in  terms  of  improv¬ 
ing  efficiency  and  cutting-edge 
technology  adoption." 

ERP  offerings  are  becoming 
more  specialized  and  differen¬ 
tiated,  as  more  than  20  ven¬ 
dors  vie  for  sales  in  a  region 
where  SMEs  (small  to  me¬ 
dium-sized  enterprises)  form 
an  important  part  of  the  mar¬ 
ket,  according  to  Chin. 

SAP  AG  remains  the  market 
leader  in  Asia,  followed  by 
Oracle,  System  Software  As¬ 
sociates.  Baan.  J.D.  Edwards 
and  PeopleSoft,  according  to 
IDC  figures. 


that  the  demand  for  ERP-based 
Year  2000  fixes  has  dwindled, 
he  said. 

Another  factor  is  Wall 
Street,  which  is  losing  interest 
in  ERP  stocks  and  moving  on 
to  Web  investments  instead, 
Mirchandani  said. 

Despite  the  less  than  rosy 
outlook.  Mirchandani  says  that 
ERP  is  not  a  “dead  man  walk¬ 
ing.” 

"There’s  still  a  lot  of  mile¬ 
age  left,”  especially  in  the 
packaged  application  market, 


he  said.  In  addition,  Mirchan¬ 
dani  cited  immature  markets 
such  as  China  and  Japan  as 
future  sources  of  revenue  for 
ERP  vendors,  although  he  ac¬ 
knowledged  that  there  is  a  risk 
that  those  untapped  markets 
may  try  to  bypass  business 
application  implementations 
and  go  directly  to  Web  appli¬ 
cations. 

But  such  a  Web-centric  strat¬ 
egy  may  not  be  a  good  idea, 
Mirchandani  warned.  Web 
applications  are  not  capable  of 


handling  the  complex  transac¬ 
tion  processing,  supply  chain 
management  and  procurement 
functions  that  traditional  ERP 
can  handle,  he  said. 

Moving  from  back-office  to 
front-office  applications  may 
be  one  way  for  ERP  vendors 
to  reap  some  profits  going  for¬ 
ward,  according  to  Mirchan¬ 
dani.  In  the  past,  ERP  vendors 
have  focused  on  back-office 
ERP  systems  such  as  manu¬ 
facturing  systems,  but  Mir¬ 
chandani  noted  that  there's  still 


a  lot  of  opportunity  in  front- 
office  applications  such  as  cus¬ 
tomer  service,  procurement 
and  shop  floor  functionality. 

Mirchandani  remains  posi¬ 
tive  about  the  prospects  for 
ERP  vendors  and  customers, 
at  least  in  Mainland  China.  "I 
think  the  first  wave  of  [ERP] 
investments  should  be  very 
good  on  the  Mainland," 
Mirchandani  said,  adding  that 
Mainland  companies  can  now 
learn  from  mistakes  made  in 
the  U.S. 
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Business  Forum  ‘99 


Date:  17  August  1999 
Time:  9:00  a.m.  •  6:00  p.m. 

(exhibition  and  conference) 

Venue:  4/F,  Hong  Kong  Convention  &  Exhibition  Centre 


Conference  AGENDA 


09:30-09:45  Welcoming  Remarks 

Mr.  Lee  Boon  Lee,  General  Manager,  SAP  Hong  Kong  Co.,  Ltd. 

09:45- 1 0:45  Keynote  Speech  -  SAP  E-Commerce  solution  -  The  key  to  the  success  in  the  virtual  marketplace 
Mr.  Thomas  Xander,  Manager  -  E-Commerce  Solution,  SAP  AG 
1  1  00-1  1  :30  E-Commerce  Theatre  1  -  Future  strategies  and  directions  of  business  document  management 
Mr.  Frank  Reppel,  Regional  Director  of  Professional  Services,  iXOS  Software  Asia  Pte  Ltd. 

Partners  Theatre  1  -  Secured  &  reliable  internet  access  to  your  SAP 
Mr.  Charles  Liu,  Director,  Compaq  NonStop*eBusiness,  Compaq  Computer  Limited 
1  1  30-  1  2:30  Parallel  Workshop  1  ~  eERP  :  Capturing  your  competitive  edge  for  the  future 

Mr.  Louis  Zhan,  Associate  Director,  SAP  Consulting,  KPMG  Consulting  (Asia  Pacific)  Ltd. 

Parallel  Workshop  2  -  The  power  of  DNS  behind  Microsoft :  SAP  R/3 
Mr.  Albrey  Wong,  Technology  Specialist,  Microsoft  Hong  Kong  Limited 
Parallel  Workshop  3  ~  SAP  Business  Information  Warehouse  -  The  key  for  success 
Mr.  Michael  Chong,  Senior  Business  Consultant,  SAP  Hong  Kong  Co.,  Ltd. 

12:00-12:30  SAP  Theatre  -  EnjoySAP  -  The  software  works  the  way  I  do 
Mr.  Matthew  Wong,  Business  Consultant,  SAP  Hong  Kong  Co.,  Ltd. 

12:30-13:30  ~  Lunch  break- 

13:30-14:30  Parallel  Workshop  4  -  Lotus  integration  with  SAP 

Mr.  Tim  Paul  and  Mr.  Jimmy  Yip,  Lotus  Professional  Services 

Parallel  Workshop  5  -  Cost  effective  and  fast  track  implementation 

Mr.  Tony  Chung,  General  Manager;  Ms.  Janny  Chow,  Project  Manager,  Oasis  Systems  Integration  Ltd. 

Parallel  Workshop  6  ~  SAP  Human  Resources  -  The  localized  solution  for  Hong  Kong 
Ms.  Patty  Chan,  Managing  Consultant,  SAP  Hong  Kong  Co.,  Ltd. 

14:00-14:30  SAP  Theatre  -  Mid-size  initiative  -  ASAPack 

Mr.  Vincent  Cheung,  Business  Development  Manager,  SAP  Hong  Kong  Co.,  Ltd 
1  4  :30-  1  5:00  E-Commerce  Theatre  2  -  SAP  Business-to-Business  Procurement  -  saving  time  and  money 
Mr.  Henry  Hung,  Consultant,  SAP  Hong  Kong  Co.,  Ltd. 

Partners  Theatre  2  ~  Choosing  an  enterprise  NT  platform  vendor  for  your  SAP  application 
Mr.  Dennis  Li,  Director,  Computer  Systems,  Unisys  Asia  Division,  Unisys  China/Hongkong  Ltd. 

15:00-16:00  Parallel  Workshop  7  ~  eERP  -  an  extension  or  evolution  of  ERP  ? 

Mr.  Alex  Key,  Director  of  Electronic  Commerce  Center  of  Excellence,  Andersen  Consulting 
Parallel  Workshop  8  -  Managing  the  life  cycle  ownership  of  R/3 
Mr.  Ernest  Chen,  Alliance  &  Solution  Manager,  Greater  China  Region,  BMC  Software  (HK)  Ltd 
Parallel  Workshop  9  -  SAP  Customer  Relationship  Management  -  Customer  intimacy 
Ms.  Elsie  Chu,  Business  Consulting  Manager,  SAP  Hong  Kong  Co.,  Ltd. 

15:30-16:00  SAP  Theatre  ~  Managing  your  long-term  success  with  R/3 
Mr.  Martin  Tsoi,  Consulting  Director,  SAP  Hong  Kong  Co.,  Ltd. 

16:00-16:30  E-Commerce  Theatre  3  ~  Security  solutions  for  today's  eBusiness 

Mr  Robert  Jablonski,  Regional  Sales  Manager,  Keon  Product  Group,  Security  Dynamics  Int'l  Pte  Ltd. 

Partners  Theatre  3  -  Harnessing  the  power  of  people,  knowledge,  technology  and  culture  for  global  success 
PricewaterhouseCoopers 

1  6: 30-  1  7: 30  Parallel  Workshop  1 0  -  Enterprise  storage  enables  your  information  infrastructure  to  evolve  with  your  business 
Mr.  Corey  Lyo,  Field  Sales  Consultant,  EMC  Computer  Systems  (FE)  Limited 
Parallel  Workshop  1 1  -  SAP  Banking  -  The  power  of  an  integrated  platform  for  banks 
Mr.  Orion  Yiu,  Business  Consultant,  SAP  Hong  Kong  Co.,  Ltd. 

Parallel  Workshop  12  ~  SAP  Retail  -  Improve  your  competitiveness  in  a  changing  environment 
Ms.  Elsie  Chu,  Business  Consulting  Manager,  SAP  Hong  Kong  Co.,  Ltd 
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SUPPLEMENT:  ENTERPRISE  RESOURCE  PLANNING 


Overcoming  those  ERP  project  hurdles 


By  Brett  Mendel 

US  InfoWorld 

So  upper  management  has  just 
dumped  an  enterprise  resource 
planning  (ERP)  project  in  your 
lap  and  given  you  a  deadline 
to  implement  the  new  system. 
You  assume  you'll  figure  it  out 
as  you  go.  After  all,  you've 
installed  information  systems 
before.  What  could  be  differ¬ 
ent  about  ERP? 

More  than  you  think. 

For  starters,  the  impact  of 
these  complex  software  pack¬ 
ages  will  be  felt  throughout 
your  company,  crossing  the 
boundaries  of  departments 
such  as  finance,  manufactur¬ 
ing,  and  human  resources. 

Add  human  and  political  is¬ 
sues  to  the  technological  and 
organizational  challenges  of 
these  projects,  and  things  could 
get  hairy  if  you’re  not  careful. 
That’s  unfortunate  for  IT  man¬ 
agers  who  may  ignore  this 
unique  set  of  management  re¬ 
quirements,  experts  say. 

"Implementing  a  big  ERP 
package  will  be  about  half  tech¬ 
nology  and  half  organizational 
and  human  issues,”  says  K.S. 
Kuo,  president  of  Coastside  Data 
Systems,  an  ERP  consulting  firm 
in  California.  “It's  easy  to  over¬ 
look  the  nontechnical  side.” 


But  fear  not.  Those  who 
have  advised  on  or  lived 
through  ERP  implementations 
can  offer  words  of  wisdom  on 
what  nontechnical  obstacles  an 
ERP  project  faces  —  and  how 
to  overcome  them. 

•  Poorly  defined  business 
processes.  Companies  look  to 
ERP  software  to  make  their 
businesses  more  efficient,  from 
the  second  customers  order 
their  products  to  the  time  those 
goods  are  shipped  and  ac¬ 
counted  for.  Therefore,  the 
software  requires  well-defined 
and  consistent  business  proc¬ 
esses. 

“The  worst  mistake  you  can 
make  is  bringing  in  a  big  ERP 
package  to  a  company  whose 
business  processes  have  not 
been  stabilized,”  Kuo  says. 
Amorphous  or  ill-defined  busi¬ 
ness  procedures  will  result  in 
constant  changes  to  the  ERP 
system  during  and  after  imple¬ 
mentation.  and  the  software 
will  not  be  able  to  keep  up  with 
those  changes,  Kuo  adds. 

•  Rushed  deadlines.  IT 
projects  often  have  tight  dead¬ 
lines  and  a  quick  start.  But  the 
collaborative  nature  of  ERP 
projects  calls  for  significant 
forethought  and  planning. 

Putting  clear  business  proc¬ 
esses  on  paper  alone  may  take 


two  to  four  months,  Kuo 
warns.  Among  the  prepara¬ 
tions  that  should  be  made  are 
writing  a  request  for  proposal; 
outlining  a  vision  and  goals; 
and  visiting  sites  already  us¬ 
ing  a  vendor's  software. 

•  Many  complex  tasks.  ERP 
implementations  present  an  un¬ 
common  variety  and  complex¬ 
ity  of  tasks.  Typically,  no  sin¬ 
gle  person  can  do  them  all. 

The  consultants  at  Clark- 
ston-Potomac,  an  IT  consult¬ 
ing  firm  in  Raleigh.  North 


Carolina,  usually  divide  these 
tasks  into  four  areas:  overall 
project  management,  such  as 
setting  goals  and  budgets;  man¬ 
aging  resources  and  people; 
creating  and  selling  a  vision; 
and  managing  change. 

“Really  large  projects  may 
have  different  people  handling 
each  area,”  says  Jeffrey 
Phillips,  vice  president  of  sales 
at  Clarkston-Potomac. 

•  Only  one  major  milestone. 
It’s  not  uncommon  for  ERP 
projects  to  take  a  year  or  more 


to  complete. 

To  keep  the  process  man¬ 
ageable,  many  experienced 
ERP  hands  recommend  setting 
up  “deliverables,”  whereby 
phases  of  the  project  have  their 
own  deadlines. 

That  approach  worked  for 
Itron,  a  maker  of  meter-read¬ 
ing  technology,  in  Spokane, 
Washington.  The  company  is 
using  J.D.  Edwards  software 
for  its  financial,  distribution, 
and  manufacturing  systems. 

Setting  up  four-  to  six-month 
deliverables  was  critical  to 
maintaining  focus  on  project 
implementation,  says  Tony 
Praza.  Itron's  vice  president  of 
information  systems  technol¬ 
ogy  and  CIO. 

•  Silence  from  upper  man¬ 
agement.  Needless  to  say,  the 
widespread  changes  that  ERP 
systems  will  bring  may  not  ex¬ 
actly  be  popular.  Convincing 
employees  that  the  changes 
will  ultimately  benefit  the  com¬ 
pany  should  start  with  an  ex¬ 
pressed  endorsement  from 
someone  at  the  highest  level 
of  management.  This  person 
is  often  called  the  “champion” 
or  “sponsor”  of  the  project. 

“You  have  to  have  execu¬ 
tive-level  sponsorship,  or 
you'll  battle  with  employees 
every  step  of  the  way,”  says 
Alan  Green,  product  manager 
of  Oracle  Financials  at  South¬ 
ern  Energy,  an  electric  utility 
in  Atlanta. 

•  The  wrong  team  members. 
Selecting  the  implementation 
team  may  also  be  difficult. 
Taken  from  the  departments 
affected  by  the  new  system, 
team  members  should  be 
technologically  competent 
and  understand  the  company 
and  its  business  requirements, 
experts  say. 

"Often  a  company  will  make 
their  new  system  look  like  the 
old  one.”  says  Eric  Huber,  re¬ 
gional  vice  president  of 
Realtime  Consulting,  in  Cali¬ 
fornia.  “You  need  people  who 
can  think  out  of  the  box  and 
help  design  the  system  of  the 
future.” 

•  Unmotivated  teams.  The 
length  of  ERP  projects  can  drag 
down  even  the  most  gung-ho 
team  member.  Morale-boost¬ 


ing  events  can  be  useful  in  im¬ 
proving  the  atmosphere,  while 
monetary  rewards  can  provide  a 
strong  incentive  to  complete  a 
project  on  time. 

“There  were  days  when  I  just 
had  to  go  up  and  down  the  hall 
and  ask  people  to  work,"  says 
Rich  Laughlin,  director  of  ad¬ 
ministration  at  Wella  Manufac¬ 
turing  of  Virginia,  in  Rich¬ 
mond,  Virginia,  a  division  of 
Wella  AG  that  produces  hair- 
care  products.  The  company 
has  installed  a  number  of  SAP 
modules. 

•  Factions  within  the  com¬ 
pany.  As  with  any  large 
project  that  spans  many  facets 
of  an  organization,  political 
maneuvering  can  sabotage 
even  the  best-laid  plans.  The 
key  to  overcoming  that,  Itron's 
Praza  suggests,  is  shifting  those 
competitive  instincts  rather 
than  squelching  them. 

"Address  the  external  com¬ 
petition.  not  the  internal,” 
Praza  says. 

•  Excluded  employees.  Once 
employees  buy  in  to  the  idea, 
it’s  important  to  make  sure  that 
those  affected  feel  like  part  of 
the  process  —  especially  if 
they  are  not  on  the  implemen¬ 
tation  team.  Otherwise,  they 
may  bristle  at  the  new  system 
or,  worse,  fear  it.  Project  man¬ 
agers  may  want  to  involve 
employees  in  testing  the  sys¬ 
tem. 

•  Communication  break¬ 
downs.  Another  strategy  for 
avoiding  companywide  rebel¬ 
lion  is  constant  communication 
about  the  project  throughout  its 
various  stages.  Getting  em¬ 
ployees  to  understand  what  is 
changing,  why  it's  changing, 
and  how  it  will  help  the  or¬ 
ganization  is  crucial  to  accept¬ 
ance  of  it  all. 

This  may  mean  simple  e-mail 
updates  or  something  more 
elaborate  such  as  a  newsletter. 
Events  such  as  brown-bag 
lunches  or  "Meet  the  CEO  Day” 
may  also  be  effective  ways  to 
communicate  your  message. 

"Most  failures  with  ERP 
happen  not  because  the  soft¬ 
ware  doesn't  work  —  it's  the 
acceptance  of  change  that 
failed,”  says  Clarkston- 
Potomac’s  Phillips. 


*IDG 

IDG  Communications  (HK)  Ltd 

Hong  Kong's  leading  publishing  company  has  immediate  vacancies  for: 

Senior  Reporter 

Computerworld  Hong  Kong  has  an  opening  for  an  experienced  journalist  to  join  its  small  but  aggressive 
editorial  team  as  a  senior  reporter.  This  is  a  high-profile  position  that  involves  across-the-board  coverage  of 
Hong  Kong's  IT  scene,  generation  of  original  stories,  news  and  feature  writing,  and  sub-editing.  While  the 
job  is  extremely  demanding,  it  is  a  rewarding  one  that  offers  a  unique  opportunity  to  cover  a  dynamic  market 
for  Hong  Kong's  premier  IT  news  publication. 

The  ideal  candidate  will  have  the  following  qualifications: 

•  Excellent  writing  skills  with  native  English  language  proficiency 

•  Journalistic  or  related  experience  at  a  professional  level 

•  An  aggressive  approach  to  news  gathering 

•  The  willingness  and  capacity  to  quickly  develop  an  understanding  of  IT-related  subject  matter 

Editor  /  Custom  Publishing  Specialist 

Our  Custom  Publishing  Unit  has  an  opening  for  a  high  calibre  professional  whose  duties  would  include: 
Writing  and  editing  (English  and  Chinese)  articles  for  IT-related  custom  publishing  projects  such  as  newsletters 
and  corporate  brochures;  dealing  with  clients,  conducting  interviews  and  overseeing  the  production  process; 
carrying  out  all  the  editorial  duties  as  the  editor  of  a  Chinese  publication  for  the  IT  channel  in  Hong  Kong 
and  southern  China. 

The  ideal  candidate  will  have  the  following  qualifications: 

•  Background  in  journalism  or  communication 

•  Excellent  English  and  Chinese  writing  skills 

•  Professional  experience  in  magazine  /  newsletter  editing,  writing  and  news  reporting 

•  Knowledgeable  and  interested  in  the  computer  industry 

•  Mandarin  &  Chinese  word  processing  skills  preferable 

•  Good  interpersonal  and  communication  skills 

Interested  individuals  are  invited  to  send  a  resume  with  expected  salary  to  IDG  Communications  (HK) 
Ltd,  Suite  1701,  K.  Wah  Centre,  191  Java  Road,  North  Point,  Hong  Kong.  For  Post  1,  please  address 
applications  to  The  Editor,  or  e-mail  the  Editor  at  D.Tennant@idg.com. hk;  for  Post  2,  please  address 
applications  to  The  Publisher  or  e-mail  M. Bennett@idg.com. hk. 


Bringing  in  outside  help 

With  a  project  that  involves  as  many  departments  and  disci¬ 
plines  as  enterprise  resource  planning  (ERP)  software  can, 
outsourcing  may  be  inevitable.  Opinions  vary  regarding  what 
to  give  third  parties  control  of.  Most  observers  agree  it's  crucial 
to  keep  control  over  the  project,  regardless  of  how  outsourcing 
is  handled. 

"The  determining  factor  between  our  final  two  consultant 
choices  was  the  one  who  gave  us  the  ability  to  make  decisions," 
says  Rich  Laughlin.  director  of  administration  at  Wella  Manu¬ 
facturing  of  Virginia,  in  Richmond.  Virginia.  “We  were  able  to 
say  yes  or  no  to  their  suggestions.  With  the  other  [consultant], 
we  felt  they  might  not  listen  to  us.” 

Others  preach  restraint  in  relying  on  outside  help  for  imple¬ 
menting  an  ERP  system. 

"The  vast  majority  of  our  project  was  done  in-house,”  says 
Tony  Praza,  vice  president  of  information  systems  technology 
and  CIO  of  Itron,  a  maker  of  meter-reading  equipment,  in 
Spokane,  Washington.  "That  continuity  added  significant  value 
to  the  project.” 


Page  14 


COMPUTERWORLD 


August  12, 1999 


PRODUCT  NEWS 


Compaq  extends  its  notebook  PC  line 


Compaq  Computer  has  launched 
two  Presario  notebooks,  the 
Presario  1 685  and  the  Presario 
1925.  The  Presario  1685  runs 
on  a  400MHz  AMD-K6-2  proc¬ 
essor  with  3-DNow  technology. 
The  Presario  1925,  based  on 
333MHz  Pentium  II,  uses 
Compaq’s  thin  and  slim  form 
factor  design. 

Both  of  the  Compaq  Presario 
systems  feature  a  seven-button 
easy  access  Internet  keyboard 
—  three  more  than  the  current 
keyboard  —  to  launch  users 
into  popular  Internet  activities, 
including  online  shopping. 


with  a  button  click  which 
launches  users  into  the  Com¬ 
paq  Internet  Zone.  Compaq  has 
partnered  with  Pacific  Supemet 
to  provide  online  registration 


The  Presario  1925  features  a 
removable  wedge  with  a  4x 
DVD-ROM  drive  and  a 
floppy  drive. 


Xircom  ships  Ethernet 
card  for  handheld  PCs 

CE  users  to  synchronize  and  ex¬ 
change  data  anywhere  on  a  LAN 
at  speeds  nearly  200  times  faster 
than  a  56Kbps  serial  connection, 
company  officials  said. 

Some  of  the  features  of  the 
CFT-10BT  are  BatterySave  which 
is  a  power  management  system 
that  powers  down  the  Xircom 
CompactCard  when  the  cable  is 
disconnected  to  extend  handheld 
battery  life;  CardCaddy  con¬ 
verter  enabling  the  user  to  use 
Xircom  CompactCards  in 
handhelds  equipped  with  Type 
II  PC  Card  slots;  and  Miniport 
Windows  CE  driver  compatible 
with  Type  II  CompactFlash  card 
and  Type  II  PC  Card-equipped 
handhelds.  In  addition,  the 
palmtop  features  low  power  op¬ 
eration  of  23  milliamps  when  in 
use  and  zero  when  disconnected 
and  supports  Windows  95/98 
and  Windows  NT  network  syn¬ 
chronization  via  TCP/IP. 

Xircom’s  CompactCard 
Ethernet  10  is  currently  avail¬ 
able  through  Xircom's  dis¬ 
tributors  for  US$149. 

For  more  information,  con¬ 
tact  JOS  Distribution  by  phone 
at  2880-4014  or  by  fax  at  25  lb- 
5948:  or  contact  Roctec  Systems 
by  phone  at  2811-9898  or  by 
fax  at  2811-9822;  or  contact  SiS 
International  by  phone  at  2565- 
1682  or  by  fax  at  2562-7428. 


Xerox  unveils  all-in-one 

Xerox  has  announced  an  office  product  designed  for  SOHO  and 
small  workgroups  —  Document  WorkCenter  365cx. 

The  Xerox  Document  WorkCenter  365cx  is  an  inkjet 
multifunctional  device  that  combines  the  functions  of  a  color 
printer,  color  copier,  color  scanner,  fax  machine,  PC  fax  and 
software  which  creates  a  multi-tasking  working  environment.  A 
user  can  print  while  faxing,  scan  while  printing,  and  receive  a 
fax  while  copying. 

Document  WorkCenter  365cx  prints  up  to  8ppm  with  the 
optional  black  cartridge,  up  to  3ppm  in  color  with  true  600- 
by-600dpi  resolution.  The  WorkCenter  prints  on  a  wide 
variety  of  media.  It  copies  up  to  8ppm  and  offers  zoom 
reduction  and  enlargement  features. 

This  multifunctional  device  faxes  and  copies  right  out  of  the 
box  with  no  PC  connection  required.  The  product’s  14.4Kbps 
high  speed  faxing  feature  is  equipped  with  advanced  fax  fea¬ 
tures,  including  forwarding  and  remote  retrieval. 

The  Xerox  Document  WorkCenter  365cx  is  currently  avail¬ 
able  for  HK$3,988. 

For  more  information,  contact  the  Xerox  Customer  Attention 
Center  by  phone  at  2513-2513.  by  fax  at  2513-2518  or  visit  its 
Web  site  at  http://www.xerox.com.hk. 


Xircom  has  announced  the  ship¬ 
ment  of  its  Xircom  Compact- 
Card  Ethernet  10  CFE-10BT  for 
Windows  CE-based  handheld 
PCs.  A  Type  II  CompactFlash- 
compliant  card,  the  CFE-10BT 
connects  Windows  CE  handheld 
PCs  to  data  and  applications 
located  on  corporate  networks, 
the  Internet  and  other  online 
services  via  direct  connection 
to  Ethernet  networks. 

Xircom’s  CompactCard 
Ethernet  10  connects  Windows 
CE  users  to  10Mbps  Ethernet 
networks,  providing  access  to 
data  applications,  such  as  enter¬ 
prise  e-mail  and  the  Internet. 
The  card  also  enables  Windows 


The  CompactCard  Ethernet 
10  connects  Windows  CE 
handheld  PCs  to  data  and 
applications  via  direct 
connection  to  Ethernet 
networks. 


for  an  Internet  service  using 
the  Instant  Internet  button  on 
the  Presario.  One  click 
launches  Hong  Kong  users 
into  the  Pacific  Supernet  Web 
site.  The  other  buttons  are  the 
Daily  Destination  key  which 
is  used  to  connect  users  to 
Net2Phone  for  making  phone 
calls  over  the  Internet;  Instant 
Search  for  immediate  access 
to  AltaVista;  Instant  e-mail 
for  one-touch  sending  and 
reading  of  e-mail;  Instant 
Answer  for  a  search  of  helpful 


hints  and  tips  for  users;  and 
My  Presario  for  finding  prod¬ 
uct  information,  hints  and  per¬ 
formance  updates. 

The  Presario  1925  features  a 
removable  wedge  with  the 
latest  4X  DVD-ROM  drive  and 
a  floppy  drive.  Without  the 
wedge,  the  notebook  weighs  five 
pounds.  It  has  a  13.3-inch  TFT 
active  matrix  XGA  display.  It 
comes  with  64M  SyncDRAM, 
upgradable  to  192M  and  a  6.4G 
UltraDMA  hard  drive. 

Supporting  full  multimedia 


capabilities,  the  Presario  1925 
comes  with  Compaq  DVD 
Player/Navigator,  Microsoft 
DirectShow,  laser-sharp  MPEG 
playback,  audio  CD  player, 
video  player  and  JBL  Pro  Au¬ 
dio  system  with  bass  reflex. 

The  Presario  1685  notebook 
has  a  12.1-inch  TFT  active  ma¬ 
trix  display  and  64M  Sync¬ 
DRAM,  upgradable  to  160M. 
Integrated  into  the  notebook  is 
a  4.3G  UltraDMA  hard  drive, 
a  24X  Max  CD-ROM  drive 
and  a  3.5-inch  1 .44M  disk 


drive.  Graphics  are  provided 
by  a  2X  AGP  with  8M  Video 
Memory.  It  also  features  a  JBL 
Pro  Audio  system  with  bass 
reflex,  audio  CD  player  and 
video  player. 

The  Presario  1925  and  1685 
notebooks  are  currently  avail¬ 
able  for  HK$  19,688  and 
$13,888,  respectively. 

For  more  information,  con¬ 
tact  Compaq  by  phone  at  2805- 
3111.  by  fax  at  2805-4200  or 
visit  its  Web  site  at  http:// 
www.  Compaq,  com.  hk. 
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HONG  KONG  ANNUAL  CONFERENCE  1999 

ttOVO  ,  o 

Date:  ^27111  August,  1999 

Venue:  JfyMAftRIOTT  HOTEL, 

paosg  PLACE, 

88  QUtgNSWAY,  HONG  KONG 
Time:  8:45am3o  5:O0gm 


For  decision  makers  in  every  area  of  business,  knowledge  is  thefey  to  sucljeps  — 
knowledge  of  your  customers,  your  competitors,  your  employees?  your  markets.  The 
company  that  develops  and  uses  this  knowledge  will  be  in  a  position  to  gainTgal 
advantage  over  its  rivals.  ° 

On  N  ^5 

SAS  Institute  is  the  recognised  leader  in  information  deliveryj^ata  warehousingrdata 
mining  and  decision  support  solutions.  Our  business  is  the<fejsiness  of  better  decision 
making  —  the  business  of  knowledge.  SAS  has  the  experience  and  expertise  to  get  you 
from  data  to  information,  and  from  information  to  knowledge  —  knowledge  that  will  give 
you  a  real  advantage  in  being  able  to  make  better  decisidQS  faster,  and  with  greater 
confidence. 

This  is  your  opportunity  to  see,  hear  and  learn  about  the  technology  that  is  shaping  the 
future  of  the  way  you  do  business. 

You  need  to  maximize  information  technology  to  achieve  _  _  _ 

real  competitive  advantage.  Come  to  the  SAS  Hong  Kong  t Ml  i 

Annual  Conference  and  gain  the  knowledge  to  make  this  B  BA  B 

hannpn  ^ ^  \J®  sas institute Lti 

^  r  c  *  The  Business  of  Better  Decision  Makin 


B^®  SAS  Institute  Ltd. 
The  Business  of  Better  Decision  Making 


•  IT  Solutions 

•  Data  Warehousing 

•  Data  Mining 

•  Web  Enablement 

•  SAS  System  Version  8 


•  Customer  Relationship  Management 

•  Balanced  Scorecard 

•  Risk  Management 

•  Business  Intelligence 


•  Industry  Focus 

•  Banking  &  Financial  Services 

•  Telecommunications 

•  Manufacturing  &  Retail 

•  Public  Sector 


Register  now  of  charge  to  reserve  your  place.  Fax  this  form  to  256 


□  Please  reserve  my  place  a!  the  SAS  Hong  Kong  Annual  Conference  1999 

□  1  cannot  attend  the  conference  but  please  send  me  more  information  about  SAS  software  solutions 

Title(Dr./Mr./Mrs./Ms.) 

Surname: 

Company: 

Address: 


First  Name(s): 
Job  Title: 


Register  On-line 
Visit  our  home  page  at 
www.sas.com/hongkong 

Enquiry  Hotline  Contact 
Juiisa  Au  on 

2568  4280 

SAS  Institute, 

14/F,  Citypiaza  4. 

Taikoo  Siting,  Hong  Kong 


Sponsored  by: 


AC  A 


COMPAQ  IBM  oriGin 


August  12, 1999 
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MARKET  PLACE 


RF  Network 
Technology 


Exclusive 


ISA  card  for  Host 
ant*  desktop  P. C, 


Data  Collector 
(P0T3100) 


Distributor  of 


Portal 

■  (PPU 


Access  Point 


'PCMCIA  tor  • 
Notebook  and 
Industrial  P.C.. 


M&llector 

fiH805) 


VRC4000 


BAR  CODE  PRINTERS 


SCANNERS 


SPT1500 


Radio  Frequency  Network  Technology 

*  Spectrum  24  wireless  LAN  communications 

*  A  complete  wireless  network  solution  includes  access 
point,  connectivity  software,  data  collector,  PCMCIA  card 
and  ISA  bus  card 

*  Comply  with  IEEE  802.11  standard 

*  Window,  Window  NT,  Window  CE,  AS400,  UNIX,  etc 

*  Applications:  retail,  transportation  and  logistics, 
warehousing,  distribution,  manufacturing  and  many 
others 

Symbol  SPT1500 

*  Incorporate  Symbol  Technologies's  smallest  bar  code 
scan  engine  into  3com's  PalmPilot. 

*  Maintain  100%  compatibility  with  all  standard  Palm 
Operating  System-based  applications  software 

*  Pocket-sized  design  and  pen-based  graphical  user  interface 

*  Symbol  bar  code  API  software  will  be  provided  with  the 
hardware 

*  Widely  applies  in  inventory  management,  patient 
verification  in  clinical  documentation,  sales  order 
entry 


Symbol  Scanners  &  Terminal 

*  High  first-pass  read  rate  and  accuracy 

*  Can  read  damaged  or  poorly  printed  bar  code 

*  Intergrated  with  2-D  and  1-D  scanning 

*  Cordless  operation  (Optional) 


Zebra  Bar  Code  Thermal  Printers 

*  Personal  line,  value-line  and  performance  line  printers  fit 
for  basic  and  heavy-duty  labeling  requirements 

*  Can  print  bar  code,  Chinese  charaters,  alphanumeric  and 
graphics 

*  Printer  for  PC,  AS400  mainframe,  UNIX,  etc 

*  Include  Window  driver 

*  Support  1-D  and  2-D  codes 

*  Print  speed  can  be  up  to  12"  (30.48cm)  per  second 


TechTrend 


Engineering  Limited 


Hong  Kong  Tel:  (852)  2590  9911  Fax;  (852)  2590  9928 

E-mail:  $aleshk@techtrend.com,hk 

Beijing  Tel:  (86  10)  6800  3291-8  Fax:(86  10)  6800  3288 

Shanghai  Tel:  (86  21)  6487  7686  Fax:(86  21)  6474  7863 

Chengdu  Tel:  (86  28)  678  9348  Fax:  (86  28)  678  9601 

Guangzhou  Tel:  (86  20)  8385  0588  Fax:  (86  20)  8385  8678 

Shenzhen  Tel:  (86  755)  323  6182/320  3823  Fax:  (86  755)  323  0018 


Tally 

T2060fmiS'P$?*EPiH! 

HEAVY  DUTY  ^  _ 

HIGH  SPEED  PRINTING  990  CPS  (450  LPM)  r  — '  '  ^  I 
ESPON  LQ  COMPATIBLE  I  i 

BUILD-IN  TRADITIONAL  iMj 

&  SIMPUFIED  CHINESE  CHARACTER  SETS 
AUTO  PAPER  THICKNESS  CONTROL  ^0 

DUAL  INTERFACE 

(CENTRONIC  &  RS232,  AUTO  SWITCHABLE) 

-  for  DEC,  IBM,  HP,  UNISYS  AND  UNIX  SYSTEM 
2  BYTE  CODE  PRINTER  DRIVER 
FOR  CHINESE  WIN.  3.1,95  AND  NT 


AS  INTERNATIONAL  LIMITED 

Rm  1006.  10/F,  Eastern  Harbour  Centre,  28  Hoi  Chak  Street,  Quarry  Bay,  H.K. 


Tel.:  (852)  2887  1796  Fax.:  (852)  2887  6840  http://www.asintl.com.hk 


LSHF-FR  Jacket  •  EMC  •  Lifetime  Warranty  •  International  Standards 


Alcatel  Cabling  Systems 


6800  Series  - 


PAN  TELECOM  LTD 


For  More  Information,  Call  2751  3831 


A  member  ol  the  Exide  Electronics 


Uninterruptible  Power  System 

Power  ratlin;  from  250VA  lo  500KVA 
J  Line-interactive  &  True  On-line  technology  A 
3  Single  phase  (Si  Three  phase  solution 
v)  Parallel  &  Isolated  redundant  configuration  *7| 

O  Network  power  management  software  control  TJ 

a  -.u  r  fi  hi  &  »j 

TVger  Force  Electronics  Ltd. 

Rm,  1204,  Stanhope  House,  734-738  King's  Rd.,  H  K 
Tel  :  (852)  2774  2732  ,  Fax  (852)  2774  2731  J  > 
E-mail :  dellec@netvigator  com 


Solaris 

.•J 


Mac 


■EXIDE 

■ELECTRONICS 

iuoirpt  h»tr  HoKfanm' 


Engineered  Data  Products 

Unking  People  and  Technology 


“EDP”  NetCom3 
The  Best  Selling 
LAN  Furniture  in 
Hong  Kong! 

Sole  Distributor: 

Quantum  Data  Systems  (H.K.)  Ltd. 

Unit  9,  7/F  .  Block  B.  Hoi  Luen  Industrial  Centre,  55 
Hoi  Yuen  Road,  Kwun  Tong,  Kowloon,  Hong  Kong. 
Tel:  (852)  2304-11 99  Fax:  (852)  2341  -3292 
Web  site:  http://www.quantum.com.hk 
E-mail:  info@quantum.com.hk 


Total  Bar  Cade  Solution  Applications 


Bar  Code  Laser  Data  Terminal 


Hong  Kong  Office 
Tel  :  (852)  2370  2227 
Fax  :  (852)  2370  2054 


Data  Collection  network 
Warehouse  control 
Distribution  logistic 
WIP/MRP  system  interface 
Asset  control 

Supply  Chain  Management 
Point  of  Sales 

Visitor  Management  System 


Guangzhou  Office 
Shanghai  Office 
Beijing  Office 
Chengdu  Office 


86-20-81087505 

86-21-62625250 

86-10-62522043 

86-28-5212823 


Systems  Scanning  Ltd. 

«  «  *  SE  fr  ft!  &  "J 


Right  FAX  6.0  \ 

offered  the  best. 
Savings  in  time, 
money,  manpower 1 


^0  Right  FAX  ~ 


Features  Included: 

0  Supported:  Microsoft 
Exchange.  Lotus  Notes, 

SMTP/PQP3 
0  Web  Cl  enl  supported 
0  ph  one  books  supported: 
Outbook  Contact  List,  ODBC 
phone  book 

0  internet  Fax  Tunnel 
0  DDL  DTMF,  Voice  DTMF. 


CSID.  OCR  AutoRouting 
Supported 

0  Native  Documents 
Conversion  supported: 
including:  Word,  Excel. 
PowerPoint 

0  Fax  Management  through 
WaterMark  and  DOCS  Open 


International  distributor 

GREENSBORO  TELECOM 

Unit  1 3 1 0B.  Hi-Tech  Industrial  Center 
49 1-50 1  Castle  Peak  Road,  Hong  Kong 
Tel  2755  3484  http://demo.rightfax.com.hk 
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Reach  11,500  EDP  professionals.... 

for  only  $1 ,500 


For  enquiries,  please  call  Andy  Lo  or  Connie  Yip 
Tel:  2861  3238  E-mail:  Mkt_HK@idg.com. hk 


14/28  CB  capacity,  4MB/sec  transfer  rate 

2  Exabyte' 

people  working  for  you" 


12% 
10% 
8.0% 
6.0% 
,0% ; 
2.0% 
0.0% 


,m  -  U  N  ,\')\  N  - 

_  ll  1 1  I  I  III  .  i  I  /  ACI 

J. 


6.9% 


DOS  Comuta 


4.5% 


'  i  ,5%1  *  Economical  entry  into  Mammoth  backup  technology 

*  Backward  compatible  with  all  Exabyte  Bmm  products 

*  Upgrade  available  to  Mammoth  and  Mammoth-I  tape  drives 


ASL 

jffers  trade-in 
+ 

media/ 


Authorized  Distributor 


Annual  Failure  Rate  (AFR)  ^ 

Call  ASL  at  2608  3603  or  visit  at  http://www.asl.com.hk/IT Supermarket.htin 


AUTOMATED  SYSTEMS  (HK)  LTD. 


jlllUUlill1 


PUMA,  LION,  TIGER,  TIGER  gXL- 


Powerful  Bar  Code  Printer 

•  Super  speed  up12"/sec 

•  Max  printing  width  from  4"  to  8.4" 

•  Perfect  printing  by  newly 
developed  Near-edge  print  head 

•  Easy  adjustment  ol  full 
range  material 

•Automatic 

ribbon-saver 

•  Windows/Windows  NT 

driver  available  r>.l 


Terminal 


(Licnece  Free) 


1  MARTLINKAGE 


SmartLinkage  (H.K.)  Ltd.  1902.  Po  Sang  Bank  Bldg.. 

33  Argyle  St..  Mongkok,  Kin.,  H.K.  Tel:  2395  1593  Fax:  2394  7032 


SMC  LAN  Center 

Designed  to  meet  your  specific 
requirements... 


I’mvcrsoii 


UNINTERRUPTIABLE  POWER  SYSTEMS 


*  Compact  and  small  size 

*  Perfect  self-protections 

*  Inter  A.V.R.  system 

*  Built  in  RS-232  interface 

J  HWAYUE  SCIENCE  &  TECHNOLOGY  CO.,  LTD. 

MW  Tel:  (852)  2573  1570  Fax:  (852)  2573  1587 

f  E-mail:  hkgcs@hkstar.com 


Why  Not 

Develop  Your  Vertical  Application  on 
Solomon  IV  Accounting  Platform??? 

Solomon  IV 

A 

Call  2926-4028  or  vvvvw.solomon.com 


■c  Alwrr : 


S/390  AS/400  iFitfctfll® 

•  r|'3;i  3270/5250  ISJtSRft#* 

•  S/390,  AS/400  spool  file  print  to  email,  fax,  file,  printer 

•  S/390,  AS/400  TCP/IP  printing  T'H/P 

•  n  Barcode,  Image,  Logo,  Overlay  form,  etc 

•  MW  Client  Access  f f  LfJ  IMJ  US 

•  AFP/IPDS  prints  to  HP  LaserJet 

•  LAN,  WAN,  SNA,  TCP/IP,  Gateway,  Twinax,  Coax,  SDLC,  etc. 

•  Printer  1  /Hi  1  MM  1000  M 


A  pulse  Technical  Communication  (HK)  Ltd. 

Room  1603B,  1 6/F,  Eastwood  Centre,  No. 5,  A  Kung  Ngam  Village  Road,  Shaukeiwan.  HK 

Tel  :  2567  001 0  Fax  :  2567  4008  http://www.atc.com.hk 


The 

Executive  Centre 

HONG  KONG 

The  Business  Centre  Where  IT  Professionals  Prefer  to 
Set  up  Their  Offices 

SIMPLE,  CONVENIENT  AND 
COST  EFFECTIVE 

Our  fully  furnished  and  serviced  offices  have  catered 
to  many  IT  companies  since  1994.  Our 
comprehensive  range  of  services  make  running  a 
business  that's  on  the  fast  track  so  much  more  easier. 

www.executivecentre.com 

hongkong@executivecentre.com 


8th  Floor,  Bank  of  America  Tower.  Central.  Hong  Kong 

(852)2584  6222 

•  HONG  KONG  •  JAKARTA  •  SAIGON  •  SINGAPORE  •  SYDNEY 


Uninterruptible  Power  Systems 

•  Full  range  of  on-line,  double  conversion  UPS  from 
7.5KVA  to  400KVA,  (2.4MVA  in  parallel  configuration) 

•  Multi-configurations  -  Stand-alone,  Hot-standby 
and  Parallel. 

•  Micro-processor  control. 

•  IS09002  certified  manufacturer. 

•  Other  systems  include  line-interactive  UPS 
from  250VA. 

•  SOLA  Computer  Power  Conditioners. 


m  it  fl  T1  lb  G  PS  &  D 

Hong  Kong  Equipment  Centre 

G/F..  106A,  Boundary  Street.  Kowloon.  Hong  Kong 
Tel:  (852)  2337  0241  Fax:  (852)  2338  2615 


E-mail:  hkec@hongkong.com 


The  Answer  in  Power  Protection 
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PRODUCT  NEWS 

Psion  launches  palmtop  with  ’Net  access 


Psion  has  unveiled  the  Psion  Series  5mx 
palmtop  with  built-in  e-mail  and  mo¬ 
bile  Internet  access.  Users  can  send 
and  receive  e-mail  and  browse  the  Web 
using  the  Psion  Series  5mx  and  a  data- 
enabled  mobile  phone. 

The  Psion  Series  5mx  gives  users  e- 
mail  access  by  launching  the  e-mail 
application  directly  from  the  icon  bar. 
In  addition.  Psion’s  touch-type  key¬ 
board  provides  an  input  device  for  writ¬ 
ing  e-mails  while  an  attachment  viewer 
on  the  palmtop  enables  users  to  read 
long  attachment  files. 

The  Psion  Series  5mx  features  a  sin¬ 
gle  universal  inbox  for  both  faxes  and 
e-mail  messages.  In  addition,  the  user 


can  be  connected  to  multiple  e-mail 
accounts. 

When  connected  to  the  Internet, 
standard  Web  pages  can  be  viewed  and 
files  downloaded.  A  Web  page  can  be 
saved  onto  the  palmtop  for  reference. 
In  addition,  users  can  copy  a  series  of 
pages  from  a  desktop  computer  onto 
the  Series  5mx  and  browse  the  pages 
as  if  online. 

Psion's  PC  connectivity  software, 
PsiWin  2.3,  is  included  with  the  Series 
5mx,  enabling  direct  local  e-mail  syn¬ 
chronization  with  the  PC.  This  PC  integra¬ 
tion  software  program  allows  users  to 
work  with  Windows  desktop  files  and 
Macintosh  files  on  their  palmtop. 


The  Psion  Series  5mx  is  compatible 
with  the  latest  Microsoft  Office,  Lotus 
SmartSuite  and  Corel  Office/Word-Per- 
fect  suite.  The  Series  5mx  is  also  de¬ 
signed  for  compatibility  with  Windows 
95,  Windows  98  and  Windows  NT. 

An  Internet  roaming  agreement  be¬ 
tween  Psion  and  GRIC  Communica¬ 
tions  provides  Psion  Series  5mx  users 
access  to  news,  travel  and  local  infor¬ 
mation  through  an  Internet  portal  de¬ 
veloped  specifically  for  mobile  palmtop 
users.  Psion  users  will  be  able  to  tap 
into  worldwide  access  points  to  log 
onto  the  nearest  local  ISP  when 
traveling  rather  than  making  long  dis¬ 
tance  calls  back  to  their  home  service 


provider  for  Internet  access. 

Housed  in  a  silver  gray  case,  the 
palmtop  weighs  354  grams  and  is 
powered  by  two  AA  batteries  de¬ 
signed  to  run  for  a  month.  The  Psion 
Series  5mx  comes  with  a  high  speed 
processor,  16M  of  RAM,  a  VGA 
backlit  screen,  a  navigation  pen  and  a 
full  touch-type  laptop-style  keyboard. 

A  suite  of  applications  are  included 
in  the  Psion  Series  5mx.  These  include 
a  word  processor,  a  spreadsheet,  data¬ 
base,  agenda,  calculator,  world  infor¬ 
mation  and  alarm  clock.  These  appli¬ 
cations  allow  users  to  create  fully-for- 
matted  documents,  spreadsheets  and 
embed  objects  in  every  application. 


The  Psion  Series  5mx  does  not 
need  a  proprietary  network  for 
e-mail  connections. 


The  Psion  Series  5mx  palmtop  is 
currently  available  for  HK$4,500 
through  Onflo  International. 

For  more  information,  contact  Onflo  1 
International  by  phone  at  2376-2333,  | 
by  fax  at  2377-3262,  or  visit  Psion's 
Web  site  at  http://www.psion.com. 


MARKET  PLACE 
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AVES  (HONG  KONG)  LTD 


Rent®' 

&  Repa,t 
gerviceS 
^aitah'e'' 


Your  Training  &  Presentation  Partner 


MULTIMEDIA  LCD/DLP  PROJECTOR 


ML-228  /  ML-229 

♦  SVGA / XGA 

♦  700  ANSI  Lumens 

♦  16.7  Million  Colours 

♦  PAL.  NTSC.  SECAM 


MEGAPOWER 

♦  XGA 

♦  1 ,100  ANSI  Lumens 

♦  16.7  Million  Colours 

♦  PAL.  SECAM.  NTSC 


LCD  MONITOR 

♦  12.1"  Active  Matrix  TFT 

♦  14.5"  Active  Matrix  TFT 

♦  16.7  Million  Colours 

♦  For  SVGA.  VGA.  Macintosh 


AVES  -  Specializing  in: 

•  LCD  Monitors 

•  Data/Video  DLP/LCD  Projectors 

•  Overhead  Projectors 

•  Slide  Projector.  Laser  Pointer 

•  Projection  Screen  &  Projection  Furniture 

•  General  A.V.  Equipment,  etc... 


AVES  (HONG  KONG)  LTD.  Room  905,  Eight  Commercial  Tower,  8  Sun  Yip  Street.  Chai  Wan,  HK 


iSf?8!KFm(#?S)ffKB&nJ  TEL  2566  4514 

FAX:  2806  8219 


/0\  HS  TRADING  SYSTEM 

When  quality  and  price  are  to  meet, 
we  are  the  solution. 

•  Year  2000  ready,  Window  Client/Server 

•  Multi-users,  strong  security 

•  Multi-currency 

•  Multi-shipment  scheduling 

•  Cost  tracking  from  quotation  to  invoice 

•  Automatic  generation  of  purchase  order 

•  Automatic  generation  of  Shipmark 

•  Integrated  inventory  control 

•  Integrated  with  HS  Accounting  System 

•  Bank  Draft  and  TR  Loan  facility  check 

•  Cash  Flow  integrated  with  Expected  Cash 

•  Powerful  Analysis  on  Sales/GP/Net  Profit 

•  Internet  Enabled 

HS  Computing  Company  Ltd 

Free  Demo,  pis  call  Clara  Li  at  2730  0568 


Uninterruptible  Power  Supplies 


ITALY  UPS 

280VA  -  500 KVA  rh^ 

i — —  —  ^  Microprocessor  controlled 

^  Compact  size  /  Light  weight 
Rack  mount  model 
^  Modem  communication 
v*  Automatic  battery  test 

Redundant  &  parallel  configuratk 
^  Long  backup  time  available 
W  **  Complete  shutdown  software 

^  Multi-server  shutdown 

Elibo  Engineering  Ltd. 

Tel  :  (852)  2951-0191  Ext.  11 
Fax:(852)2419-2335 
LIRL:  http://www.elibo.com.hk. 


4*  Si  Wireless  N  etwork  Terminals 
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Bridge 

Bridge 


Speed  up  to  4  MbiW&ec 


Wireless 
Penbased  Terminals 


PCMCIA  Card 
Radio 


^J4etvvork^ty^^thern^ToLenRm£^ocalT^lk^^^J|^ 


Suitable  Application:  Warehouse,  P.O.5.,  Hotel,  Manufacturing... 

For  more  information:  www.hk  super  net/~marvel 
Email:  marvel@hk  super  net 
Chino  Office  Beijing.  Shonghai.  Wuhan.  Xi  an,  Chengdu,  Guangzhou 
Chino  Head  Office  (86-20)-8657  5456 

laltx/wat  Road.  Wn.HK  W22  4368  fa«  2764  8< 


lit  P.  TML  TT  fit  VI 

MARVEL  TECHNOLOGY  CO.  LTD. 


Net  Web  Design  and  Hosting!! 


Group 


http://www.powemethk.com 


Power 

Internet 

Package  A 

$11,990 

•  Web  Page  Design 
(24  computer  screens) 

•  1  yeari's  hosting  service 

•  20  E-mail  accounts 

•  Unlimited  data  transfers 
and  updates 

•  Local  Domain  Name 
&  Search  Engine 
Registration 


Package  B 

$6,990 

•  Web  Page  Design 
(12  computer  screens) 

•  1  yearis  hosting  service 

•  10  E-mail  accounts 

•  Unlimited  data  transfers 
and  updates 

•  Local  Domain  Name 
&  Search  Engine 
Registration 


Package  C 

$3,990 

•  Web  Page  Design 

(6  computer  screens) 

•  1  yearis  hosting  service 

•  5  E-mail  accounts 

•  Unlimited  data  transfers 
and  updates 

•  Local  Domain  Name 
&  Search  Engine 
Registration 


Contact  Sales  at:  2523-5080  E-mail:  gobeyond@powernethk.com 


Simple-operation,  High-speed  scanning.  Compact 

NON-CONTACT  30  DIGITIZER 

MINOLTA  VIVID  700 

The  MINOLTA  VIVID  700  3D  digitizer  is  the  solution  for 
many  industries: 

♦  Industrial  design: 

examine  conceptual  design  models  and 
export  to  RP  systems 
Architectural  use: 
design  work  at  inock-up  level 
3D  game  software  development: 
scan  and  digitize  character  models 

♦  Education  and  research: 

train  CG  operators  and  analyze  3D  data 
|  ♦  Production: 

create  3D  characters  tor  CG,  TV,  movies 
<•  Museums: 

3D  archiving,  cataloging  museum  objects 

♦  Cloth  and  textiles: 
fit  and  determine  dimensions 


I 


1 C _ I  Intelligent  CAD/CAM  Technology  Ltd. 

Room  328, 3/F.,  Hong  Kong  Industrial  Technology  Centre, 

CAD/CAM  72  Tat  Chee  Avenue,  Kowloon  Tong,  Hong  Kong 

Tel:  (852)  2425  8136  Fax:(852)2425  8098  Website:  http://www.lcLcom.hk 


AMERICAN  POWER  CONVERSION 


Symmetra.M  Power  Array 


The  Most  Reliable  True  On-line  UPS, 

Guarantee  100%  Computer  Uptime 


•  Upgrade  Capability 

4  — ►  8  -*  12  -*  16KVA 

•  Fault  Tolerant  Capability 

Single  Point  of  Failure 

•  Hot-Swap  Modules 

Easy  maintenance 

•  Remote  Access  and  Control 

Internet,  Telnet.  SNMP,  Modem 


APC  products  have  won  more  awards  than  all  other  ups  vendors  combined 
Sole  Distributor  and  Service  Centre 


IP 


Jade  Power  Technology  Limited 

Rm  705-6.  Laford  Centre,  838  Lai  Chi  Kok  Rd,  Kin 
Tel  2782  7500  e-mail:  jp@jade-power.com 
Fax  :  2783  7795  http://www.jade-power.com 


BEJUinEL 

Securmg  the  future  of  software 


•  Windows 

•  DOS 

•  0/S2 

>  Macintosh 
1  LAN 

>  UNIX/open 


AifaLink  Technology  Co.,  Ltd. 

Rm  1212,  Tower  A,  Hunghom  Comm.  Centre, 
39  Ma  Tau  Wai  Road.  Hunghom,  Hong  Kong 

ainb5^  Tei:  2333-0626  Fax:  2333-0820 


STOP  giving 
your 
software 


Sentinal  Family  is  the 
most  reliable  and 
fully-supported 
hardware  key  solution 
for  programs 
running  over:- 


$  1 ,500 

That's  all  this 
space  costs  per 
week. 

It's  a  low-cost,  yet  effective  way  to 
promote  your  products  and  services 
to  1 1 ,500  top  EDP  professionals. 

For  more  details,  call  Connie  Yip 
or  Andy  Lo  on 

2861  3238 
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PCWorld  Hong  Kong  is  the  only  local  monthly 
computer  magazine  devoted  to  helping  business 
users  get  maximum  value  from  their  PCs. 

FREE  gift  for  a  2-year  subscription 

—  Ulead  VideoStudio  SE 

Be  Your  Own  Video  Director . 


Ulead  VideoStudio's  easy  step-by-step  process  puts  you  in  the  director's 
chair  for  great  video  production.  It  easily  brings  video  into  your  computer 
to  build  your  own  story.  You  can  even  add  special  effects,  text  with 
animation,  sound  and  music.  And  it  can  be  stored  in  computer,  videotape. 
CD-ROM,  and  even  stream  your  video  over  the  internet  as  well  as  create 
special  video  greeting  cards. 


System  requirement:  Win95/98/NT.  Intel  Pentinum  or  above 


. 


Arrange  clips  with 
drag-and  drop  ease. 


Add  excitement 
with  impressive 
transitions. 


Deadline  for  this  offer 
31  August  1999 


Edit  flying  title 
on-screen. 


If  you  subsequently  decide  to 
cancel  your  subscription,  you  will 
receive  a  full  refund  on  any 
unmailed  issues  unless  your  free 
gift  has  been  redeemed. 


Visit  us  on  the  Web  at  http://www.pcworld.com.hk 


Yes! 


Please  start  my 


.  (new/renew)  subscription  to 


PCWSRLD 


HONG  KONG 


from 


(Your  persona!  dale  will  he  used  lo  provide  you  widi  information  relating  to  other  products  or  services  and  if  you  do  not  wish  to  receive  such  information,  please  write  to  our  Circulation  Department.) 


Name;  Mr/Ms/Mrs _ _ _ HK  ID/'Passport  No.:  _ 

(Your  HKID/Passport  No.  is  lo  be  provided  (or  verification.  "For  foreign  subscribers  except  Hong  Kong  residents.) 

Company: _ Title: _ Business: _ 

O  Home 

Address:  O  Office _ _ _ 


Tel:  _ 

(Company )  (Direct  No.)  (Home) 

Fax: _  _  E-mail: 

(Company )  (Home) 

Your  title  (check  the  classification  which  closely  applies). 

ONE  answer  Qnly. 

101  -  Chairman,  president 

102  -  Chief  executive  officer,  managing  director,  partner 

103  -  Owner,  sole  proprietor 

104  -  Chief  operation  officer,  director,  general  manager 

105  -  Associate/vicc  president 

106  -  Company/corporatc  secretary 

107  -  Director/manager  accounting/financc,  auditor,  controller,  treasurer 

108  -  Director/manager  logistics/merchandising/purchasing 

109  -  Director/manager  human  rcsourccs/personnel/training 
110-  Director/manager  administration/officc/opcration 

1 1 1  -  Director/manager  markcting/rcscarch  and  dcvelopment/sales 

112  •  Director/manager  advcrtismg/public  rclations/mcdia 

1 1 3  -  Dircctor/managcr  factory/plant/product/production 

201  •  Dean,  headmaster,  principal 

202  -  Professor,  senior  lecturer 

203  -  Instructor,  lecturer,  teacher,  tutor 

204  -  Librarian 

301  -  Judge,  lawyer,  magistrate,  solicitor 

302  -  Dentist,  doctor 

303  -  Architect,  building/land  surveyor 

304  -  Advisor,  management  consultant,  researcher 

401  -  Chief  information  officer 

402  -  Director/manager  computcr/DP/MIS 

403  -  Director/manager  programming/project/systcms 

404  -  Director/manager  database  management 

405  -  Director/manager  communications/networking 

406  -  Dircctor/managcr  cnginccring/support/technical 

407  -  DP/systems  auditor/officcr/supcrvisor,  chicf/lcad  programmer,  project  leader 

408  -  Systems  controller,  Sr  systems  analyst.  Sr  programmer 

409  -  Network  administrator/supcrvisor 

501  -  Systems  admimstrutor/consultanl/exccutive/specialist 

502  -  Systems  analyst/programmcr/co-ordinator 

503  -  Software  dcsigncr/dcveloper 

504  -  Engineer  hardwarc/rcscarch/systcms/tclccoms 

505  -  Engineer  applications/softwarc 

506  -  Enginccr/cxcculivc  network  support 

507  •  Engineer/executive/officer/specialist  customer  service/systems  support/technical 


(Mobile)  (Pager) 


(Personal) 

508  -  Engineer  building  services/civil/electrical/manufacturing/mcchanical/technical 
601  -  Executive/officcr  (general) 

701  •  Other,  please  specify _ 

901  -  Student 

Your  company’s  business  or  industry 

(check  the  classification  which  closely  applies). 

ONE  answer  only. 

101  -  Computer  hardware/peripherals  manufacturer 

102  -  Computer  software  developer 

103  -  Computer  dealer/distributor/VAR 

104  -  Computer  services  bureau/consultancy.  systems  integrator 

105  -  Internet  services  provider 

106  -  Telecommunications 

201  •  Other  manufacturing  (excluding  computer) 

301  -  Accounting,  auditing 

302  -  Financial  institutions 

303  •  Insurance 
401  -  Trading 

501  -  Government 

502  -  Military 

503  -  Health/mcdical  services/consultancy 

504  -  Education 

601  -  Utilities 

602  -  Research 

603  -  Transportation 

604  -  Broadcasting,  electronic  media,  radio,  television 

701  *  Agriculture,  fishing,  forestry 

702  -  Mines,  oil,  quarries 

703  -  Architecture,  building  construction,  development,  property,  survey 

801  •  Managcmcnt/pcrsonnel  consultancy 

802  -  Legal 

803  -  Catering,  club  entertainment,  hotel,  tourism 

804  -  Advertising,  promotions,  public  relations 

805  -  Publishing,  printing 

806  -  Chanties 

901  -  Other,  please  specify  _ 

902  -  Student 


(Company) 


1.  Where  do  you  use  a  PC?  (Please  tick  all  that  apply.) 

101  Use  at  work 

102  Use  at  home  for  business/professional  purposes 

103  Use  at  home  for  recreational/educational  purposes 

104  Use  while  travelling  for  business/professional  purposes 

105  Use  while  accessing  the  internet  or  online  service 

3.  What  is  your  role  in  buying  PC  and  related  products  for  yourself 
or  your  organization?  (Please  tick  all  that  apply.) 

101  Approving  102  Evaluating 

103  Recommending  104  Purchasing 

1 05  None  of  the  above 


Is  your  PC  connected  to  a  network? 

101  Yes  102  No 


4.  How  many  employees  does  your  company  have 
in  Hong  Kong  ? 


101 

1  -  20 

102 

21  -  100 

103 

101  -  500 

104 

501  -  1000 

105 

1001  -  10.000 

106 

over  10,000 

107 

Not  applicable 

Subscription 

Fee 


Payment 

Method 


Hong  Kong 
Macau 


O  1  year  -  HK$  350 
O  1  year  -  HK$  405 


O  2  years  -  HK$  486 


Countries  within  Asia 
Countries  outside  Asia 


O  Charge  my  credit  card  (  AE  /  Visa  /  Mastercard  ) 

(For  Credit  Card  payment,  you  can  fax  the  order  to  (852)  2569-4296.) 

_  Expiry  Date:  _ 


Card  No.: 


Signature: 


Date: 


O  Cheque  enclosed  payable  to  IDG  Communications  (HK)  Ltd. 


Please  return  this  form  to 


O  1  year  -  HK$  663  or  US$  85 
O  1  year  -  HK$  741  or  US$  95 


For  Official  Use  Only 


Auth  Code: 
Date: 


101  -C  W99/08CW 


Circulation  Department,  IDG  Communications  (HK)  Ltd,  Suite  1701,  K.  Wah  Centre 
191  Java  Road,  North  Point,  Hong  Kong.  Tel:  (852)  2861-3238 


AFTER  HOURS 


i 


it,  Microsoft  has  every  right  to  be  outraged 


Let’s  face 

I  got  a  TCI  engineer  in  to  look  at  my 
digital  cable  service  last  week,  be¬ 
cause  after  1  wrote  that  channel  surf¬ 
ing  was  very  slow  and  that  the  pic¬ 
ture  kept  freezing,  several  readers  con¬ 
tacted  me  to  say  that  these  problems 
were  the  result  of  a  weak  signal.  Just 
getting  an  engineer  out  took  a  while  in 
itself  —  the  company  initially  tried  to 
tell  me  that  this  was  “not  an  ongoing 
problem,"  and  that  as  a  result  I  would 
have  to  pay  for  the  visit. 

I  don't  know  how  they  define  “on¬ 
going"  in  TCI-land.  but  over  at  SAP 
they  are  definitely  suffering  from 
ongoing  problems.  I’m  told  that  now 
Andy  Zoldan.  senior  vice  president 


responsible  for  New  Dimension  Busi¬ 
ness  in  the  Americas,  has  left  to  join 
some  of  his  old  pals  who  are  now  at 
Siebel  Systems. 

Zoldan's  departure  follows  that  of 
Kay  Anderson,  the  driver  behind  the 
ASAP  implementation  methodology, 
who  has  also  gone  to  Siebel. 

Finally,  Andy  Hayden,  vice  presi¬ 
dent  of  solutions  and  partners  for  the 
consumer  sector,  has  left  for  Com¬ 
merce  One. 

If  my  sources  are  to  be  believed, 
the  atmosphere  at  SAP  is  pretty  un¬ 
pleasant.  Apparently,  the  company 
is  now  suffering  from  the  fact  that  it 
did  not  have  the  highest  hiring  stand- 


OTES  FROM  THE  FIELD 

—  Robert  X.  Cringely 


ards  during  the  time  when  it  was  ex¬ 
panding.  As  a  result,  there  are  not 
many  strong  internal  candidates  to  fill 
the  vacated  spots. 

One  SAP-er  who  did  get  a  promo¬ 
tion  out  of  the  latest  round  of  depar¬ 
tures  told  one  of  my  sources  that  “it's 
like  being  promoted  to  captain  of  the 
Titanic  after  the  iceberg  has  been 
spotted  ...  .” 

I  was  greatly  amused  last  week  that 
the  titan  of  the  software  industry. 


Microsoft,  was  locked  out  by  America 
Online  when  Microsoft  tried  to  get 
its  instant  messaging  service  to 
interoperate  with  AOL’s. 

I  think  Microsoft  has  every  right  to 
be  outraged.  I  mean,  how  dare  a 
company  try  to  dictate  which  of  its 
rivals'  products  work  with  its  own? 
How  dare  it  try  and  use  its  dominant 
market  position  to  maintain  its  mar¬ 
ket  share?  You  would  never  catch 
Microsoft  doing  that  ...  . 

I've  not  heard  whether  Microsoft 
is  preventing  its  staff  from  taking 
vacations  over  the  coming  December 
holiday  period,  but  apparently  the 
entire  Electronic  Funds  Transfer  in¬ 


dustry  —  representing  all  ATM  and 
point-of-sale  networks  —  has  been 
told  not  to  take  vacations  from  mid- 
December  until  the  end  of  January. 

After  a  lot  of  persuading,  TCI  ac¬ 
cepted  my  assertion  that  hourly  pic¬ 
ture  freezes  —  and  the  irritating  slow¬ 
ness  every  time  I  change  channels  — 
can  be  defined  as  ongoing  problems. 

The  engineer  came  over,  and  was 
able  to  boost  the  signal  and  stop  the 
picture  freezes  (at  least  so  far).  How¬ 
ever.  he  said  he  couldn’t  do  anything 
about  the  channel-surfing  problem. 

“It’s  just  slower  than  analog  and 
that’s  all  there  is  to  it,”  he  said. 

That’s  progress  for  you. 


RESEARCH 


RIZONS 


Out  with  the  new,  in  with  the  old.  Hewlett-Packard  last 
week  unveiled  one  of  the  first  lOOOBase-T  Ethernet  switch 
modules  that  supports  Category  5  twisted-pair  copper  cable. 

The  ProCurve  lOOOBase-T  switch  module  lets  the  net¬ 
work  manager  use  the  horizontal  Category  5  cable  already 
installed  between  walls,  in  the  ceiling  or  between  wiring 
centers  —  all  are  places  where  new  cable  is  difficult  to 
install.  The  module  can  also  let  customers  avoid  new  instal¬ 
lations  of  fiber-optic  cable,  which  HP  says  cost  roughly 
three  times  as  much. 

The  module  allows  connection  of  up  to  100  meters.  These 
connections  can  be  within  or  between  wiring  closets  or  to 
interconnect  switches  or  connect  switches  to  servers.  The 
module  can  also  operate  at  100Mbps. 

Category  5  twisted-pair  cabling  is  the  predominant  cabling 
installed  in  buildings  today.  In  lOOOBase-T,  you  can  achieve  a 
full  duplex  throughput  of  1000Mbps  by  transporting  data  over 
each  of  the  four  pairs  in  the  cable  from  both  ends  of  each  pair 
simultaneously.  Each  pair  transmits  at  250Mbps. 

Alteon,  Sysconnect  and  Extreme  Networks  are  also  work¬ 
ing  on  copper-based  Gigabit  Ethernet  modules  for  their 
switches. 

The  HP  ProCurve  lOO/lOOOBase-T  switch  module 
works  with  the  HP  ProCurve  Switch  8000M,  4000M. 
1600M  and  2424M  and  is  about  US$300.  It  will  be 
available  in  October. 

Getting  the  message.  Singapore-based  Intelligent  Com¬ 
munications  will  next  month  launch  a  UMS  (unified 
messaging  system)  called  Intelligent  Exchange  (IX).  The 
company  believes  IX  is  the  first  such  product  launched  by 
an  Asian  company  and  one  which  can  be  customized  for 
the  region’s  diverse  markets. 

Built  around  a  US$1 1,900  ruggedized  PC  server,  IX  in¬ 
tegrates  communications  between  phones,  pagers,  fax  ma¬ 
chines  and  e-mail  systems,  according  to  Intelligent  Com¬ 
munications  Managing  Director  Liu  Ann  Pheng. 

“Some  products  on  the  market  can  integrate  e-mail  and 
fax  systems,  but  do  not  add  support  for  voice  mail,”  he  said 
yesterday.  "IX  merges  all  of  these  elements  on  a  common 
server  and  the  system  can  be  accessed  from  anywhere.” 

From  a  phone,  users  dial  into  the  IX  server  to  send  voice 
mail  to  an  e-mail  account,  or  receive  e-mail  generated  by  a 
text-to-speech  engine  in  the  server.  This  engine  will  currently 
read  text  in  English,  but  the  second-generation  product  will 
include  engines  to  generate  Thai  and  Chinese  speech.  Liu  said. 

From  a  fax  machine,  users  can  retrieve  e-mail  and  desig¬ 
nated  Web  pages,  or  send  a  fax  to  an  e-mail  account.  Pagers 
on  the  IX  system  can  receive  e-mail  and  fax  alerts  and 
display  messages. 

The  system  is  designed  for  ISPs,  telecommunications 
companies  and  small  and  medium-sized  businesses,  Liu 
said.  The  company  has  won  a  pre-launch  sale  with  a  major 
Thai  telecommunications  company  and  is  talking  to  a 
number  of  ISPs  in  the  region  about  trialing  the  IX  system, 
Liu  said. 

"The  system  benefits  users  by  reducing  the  access  time  for 
their  messages  —  you  don’t  have  to  go  and  find  a  computer  to 
send  and  receive  messages.”  Liu  said.  "This  will  be  a  common 
way  of  doing  business  within  a  couple  of  years.” 

The  company  is  working  on  a  second-generation  IX  product 
which  will  be  integrated  with  a  company’s  PBX,  Liu  said. 

By  aiming  the  product  at  smaller  businesses,  and  empha¬ 
sizing  access  via  mobile  phone,  the  company  will  initially 
only  face  direct  competition  in  the  Asia-Pacific  region  front 
Australian  vendor  Steadycom. 


Golden  Opportunity 

To  Strengthen  Your  Distribution  Channels 


It’s  those  companies  with 
foresight  that  will  grasp  this 
opportunity  to  take 
advantage  of  current 
circumstances  and  sow 
the  seeds  of  future 
success  -  be  one  of  the 
smart  movers! 


During  the  current  economic  slow-down,  your 
competitors  are  probably  lying  low.  So  why  not  take 
the  opportunity  now  to  REINFORCE 
AWARENESS  OF  YOUR  PRODUCTS 
and  STRENGTHEN  YOUR 
DISTRIBUTION  CHANNELS?  Then 
see  your  business  soar  when  the  market 
picks  up  and  your  distribution 
channels  push  YOUR 
PRODUCTS! 


miDG 

IDG  Communications  (HK)  Ltd. 

Suite  1701 
K.  Wah  Centre 
191  Java  Road 
North  Point 
Hong  Kong 

Tel:  (852)2861-3238 
Fax: (852) 2861-0953 


To  improve  your  company  image, 
REINFORCE  BRAND  AWARENESS 
by  using  the  new  COMPUTER 
RESELLER  WORLD  supplement.  This  is  the 
perfect  vehicle  for  you  to  improve  your  business 
prospects. 


COMPUTER  RESELLER  WORLD  is  strategically 
focused  and  written  in  Chinese  for  resellers  in  Hong 
Kong,  Shenzhen  and  Guangzhou.  Backed  by  IDG's 
local  and  international  resources,  this  supplement 
provides  the  latest  news,  in-depth  case  studies, 
interviews,  business  opportunities,  industry  profiles 
and  more. 


For  information  on  the  next  issue  of  COMPUTER 
RESELLER  WORLD  and  how  it  can  maximise  your 
business  profile  and  opportunities,  call  our  Sales 
Department  on  2861-3238  or  send  an  e-mail  to 
Sales_HK@idg.com.  hk. 
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We  don't  care  where  your  data  comes  from.  We  can  store  it.  As  businesses 
and  consumers  become  more  connected  to  e-services,  volumes  of  new  data 
will  be  arriving  from  unimaginable  sources  and  across  multiple  platforms. 
Whether  from  mainframes,  UNIX@-based  systems  or  Windows  NT®  servers, 
your  data  needs  to  be  securely  stored  yet  readily  accessible  by  you,  your 
customers  and  your  business  partners.  Introducing  HP  SureStore  E  -  our 
full  line  of  stress-free  storage  products,  a  key  component  of  HP's  high- 
availability  solutions  and  5nines:5minutes  strategy,  including  single-storage 
subsystems  with  up  to  9  terabytes  of  storage  connecting  to  virtually  all 
environments.  From  solutions  consulting  to  storage  management,  HP  provides 
a  combination  of  hardware,  software  and  services  that  helps  prepare  your 
business  for  the  e-service-based  economy.  For  more  information  about  our 
stress-free  SureStore  E  storage  solutions,  visit  us  at  www.surestore-e.com. 


Stress-Free  Storage  for  the  next  E.  E-services. 

Whol  HEWLETT 

1 "HA  PACKARD 
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For  more  information,  call  (852)  2599-7070 


